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»oelAl’T TAKE LESS- 
insist on 


the best--AIV/I ) 


Quality Guaranteed 


Ponderosa Pine 


Kinzua "Quality Guaranteed" Ponderosa Pine is the lumber that 
gives you and your customers 100% satisfaction. You can't buy 
finer pine lumber and lumber products. 

But why, you ask. That's simple. First, Kinzua Ponderosa Pine comes 
from uniform quality timber from Kinzua's Tree Farm. Then it is 
uniformly well-manufactured in Kinzua's modern, completely equipped 
mill. It is 100% scientifically kiln dried and 100% loaded under 
cover. And finally—it is graded strictly according to Western Pine 
Association grading standards. 

Don't be satisfied with less than Kinzua Pine. Specify Kinzua Pine 
on your next order. 


Straight or mixed cars 
of finish, bevel siding, 
ceiling, casing, base, pan- 
eling, common and Fir 
dimension and boards. 








Interior view of Kinzua's huge dry warehouse showing how Kinzua Pine is unit 
handled by a traveling crane with utmost efficiency. 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 


MEMBER NATIONAL WOODWORK MFRS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 
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34—This is one way to boost summer sales 
Just show the homeowner that you've got 
the dozens of things he needs for summer 
work and pleasure outside his home— 
chances are you've made a steady customer 


40—Plan for progressive management 
Office procedure gives each man a sense 
of pride in his job and encourages him to 
do some creative thinking about his 
own department 


42—Designed for fast, efficient service 
Home prospect and contractor can find what 
he needs in a hurry at the new Sweet Lumber 
Co. store in Kansas City. "Chore boy" is 
one of several labor- and time-saving 
devices incorporated in practical layout 


45—This is how the retail dealer is doing in 1950 
Coast-to-coast survey shows home construction 
strong, but—profit margins are down; 
competition is terrific; accounts receivable 
are up; shortages of building materials are 
developing. Compare your business with 
these Rare 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Oranization of an integrated and articulate construction industry which will provide 

more and better building products to consumers at lower real costs with fair wages and 
* profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities con- 
cerned with the development, sale, and delivery to the consumer of building products— 
including the functions of the manufacturer, wholesaler, retailer, architect, realtor, con- 
tractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more abundant 
and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service toward 
these ends. 
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* Impervious to acid, alcohols, alkalis 
. .. gasproof and fumeproof as well. 

* Will not chip, scratch or crack — is 
free flowing, self-leveling and non- 
yellowing. 

* Covers solidly in one coat without 
leaving brush marks or streaks. 

* Works freely under the brush with- 


out sagging or running—dries with 
a full body. 


* Gives a sparkling, ever-lasting 
whiteness no other enamel can 


provide. 
























































N VARNISH ©? 


) T. 
CHig ORTH BRANCH 5 


Manufacturers of varnishes — paints — stains — lacquers — synthetic 
enamels — cello film — soldering flux and special coatings. 


FOR TREMENDOUS, REPEAT 
PROFITS THERES NOTHING 
LIKE 


AMERICAN 
PLASTIC 
PORCELAIN 


The finest, fastest-selling 











synthetic plastic white 


enamel of all time! 








Dealers everywhere report sensational 
profits with American Plastic Porce- 
lain . . . thousands of delighted users 
say there’s nothing like it for beautifying their 
homes! So please your customers as you multiply 
your profits with this miracle product! Find out 
more about the plastic enamel that’s really going 
places . . . write now for complete information on 
American Plastic Porcelain! 





DEALERS: Ask, too, about the many other members 
in AMERICAN’S family of top quality paints and 
varnishes that will pay you bigger, year-round profits. 
We invite you to send for particulars about repre- 
senting the complete AMERICAN line. 
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Hews Briefs for the Busy Reader 


Residential construction for the first quarter of 1950 totaled over one 
and one quarter billion dollars, over double the amount for the same period 
last year. 





Record construction totals continue to put price pressure on nearly all 
lumber products. Demand is certain to keep prices up for a number of 
months to come. 





The shift from apartment to detached-house construction makes it 
possible for house contractors to get the skilled labor they have been 
lacking more or less, up to this time. 


This labor, plus generally stable material prices, will make it possible 
for these contractors to quote firm prices for complete jobs; and that'll 
help in the rising pressure of competition. 





While lumber prices at the moment are strengthening, this is offset 
by slightly lower prices in other materials lines. Price trends continue 
to vary in different places; but the total effect is one of reasonable 
stability. 





There’s supposed to be an annual increase in productivity of about three 
percent, throughout American industry; due partly to higher worker 
skill, partly to better equipment. This increase is appearing in the house 
construction field. 





Don’t expect the economizers to effect much government saving. They’re 
for it, until it touches their own States or districts; whereupon they re- 
coil in horror. Some amusing cases lately. 





The intensified cold war will mean added defense spending; and this 
may well increase general inflation and also compete for the materials 
this industry wants and needs. But when the defenders gotta have it, 
they gotta have it. 





Don’t take the public housers seriously when they claim the defeat of 
the middle-income section of the housing bill is sure to bust the housing 
boom. That upswing in construction is set for the rest of the year, with 
the usaul jiggles, of course. 





The enacted sections of the housing bill are likely to give the boom all 
the official stimulation it can take without blowing its cork. 





“either side won a clean cut victory in the Congressional housing battle. 
Bu’ the administration won enough points to keep the heat on defenders 
of ‘vee enterprise. Now is not the time to take a breather. 


Bi iipinc Propucts MERCHANDISER 




















CONSTRUCTION 


Record March is 74 percent 
over same period a year ago 


SETTING a new all-time high 
for monthly construction volume, 
last month’s total of building and 
engineering contracts awarded in 
the thirty-seven states east of the 
Rocky Mountains, was $1,300,201,-° 
000, according to F. W. Dodge Cor- 
percent greater than the March 
1949 total. 


The quarter just closed also 
reached a new first quarter record, 
exceeding all previous first quarter 
totals in both dollar volume and 
physical volume. During the three 
months of this year contracts were 
awarded for building and heavy 
engineering works for the total of 
$2,810,586,000 and providing for 
245,207,000 square feet of new 
building space. The quarter’s total 
surpassed the previous record vol- 
ume of $1,986,936,000 recorded for 
the corresponding period of last 
year and the 220,654,000 square 
feet total, the previous new floor 
space record set in the first quar- 
ter of 1928. The three months’ 
total contract awards was 56 per- 
cent ahead of last year’s corre- 
sponding total. 


Residential operations, aggregat- 
ing $1,279,634,000 showed the larg- 
est first-quarter increase, more 
than doubling last year’s total. 
Nonresidential projects which to- 
taled $1,001,519,000 were 30 per- 
cent ahead of last year while heavy 
engineering rose 25 percent to 
$529,433,000 this year. 


Comparing last month’s figures 
with those of March 1949, resi- 
dential contract awards again 
showed the largest gain, a 128 per- 
cent rise, followed by nonresiden- 
tial with a 53 percent increase and 
heavy engineering which was up 
34 percent. Residential awards ac- 
counted for $574,681,000 of last 
month’s total with nonresidential 
poration. The former high record 
figure was $1,190,264,000 reached 
in June of wartime 1942. Last 
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GROUP-MATCHED 
for style and beauty 





All Universal bathroom fixtures bear a 
family resemblance. Choice of lavatories, 
water closets and tubs can be intermixed in 
perfect line-harmony. The three fixtures 
shown here are identical triplets in styling. 





Notice the panel motif carried in each piece. 
Note, too, the spacious beauty of the gleaming 
white cabinet model kitchen sink. It’s one of 








many styles available to fit all budgets and 


1 7 all space requirements. 


IDEA-programmed to make sales for you 


Constant research has assured Universal functional 
quality down through the years. In addition, design has al- 
ways been tuned to consumer acceptance. Now—Universal’s 
advertising and merchandising program is idea-planned to 
make more customers and easier selling for you. 


PLUS the ideas of an eminent architect 
for better bathrooms 


Bathroom ideas sell fixtures. We will offer you sugges- 
tions that will lift the simplest setting out of the ordinary. 
The plans will be practical, too, for a practicing architect 
will draft ideas that can really be put into effect at reason- 
able cost to your customers. 


Choose the package that pays 
BETTER DIVIDENDS to you 
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month’s total was 67 percent ahead 
of the preceding month and 74 
awards totaling $500,658,000 and 
heavy engineering $224,862,000, 

All these classifications showed ( 
substantial increases over the pre- 
ceding month. 








| THE COST OF THE MARKET BASKET | 


ae Based Upon Average United States Prices as Reported ; 
~L __ by the United States Bureau of Labor Statistics ies 





Contents of the Basket a Aug., 1948 
10 — 3 tes. Round Steak | Ib. Lard ray - 9.89 * 
2 Ibs. Bacon 
tat Ma 
9-1. Garter 





| loot Bread 








GRADING RULES 


Western Pine group issues 
some supplemental changes 


PUBLICATION of a new sup- 
plement to its Standard Grading 
Rules was announced recently by 
the Western Pine association. 

Effective April 1, 1950, the sup- 
plement contains a new paragraph 
permitting a variation of 1/32” 
thick or thin, in resawed surfaced 
lumber and changes’ Standard 
Moulding specifications to include 
lengths from three to twenty feet, 
not over 15 percent of which are 
to be under eight feet. 

The supplement applies to the 
1949 edition of the grading rules, 
dated April 15, 1949, and is the 
second issued within the past year. 
A previous change, pertaining to 
rules for grading Dimension was 
published last fall, effective Oct. 
1, 1949. 

Single copies of the new supple- 
ment are available without charge 
from Western Pine Association, 
510 Yeon Building, Portland 4, Ore. 





MODULAR DESIGN 
Special fund will be used to 
promote wider understanding 


A special fund of $15,000 is be- 
ing contributed by manufacturers 
of building materials and equip- 
ment to promote wider understand- 
ing and adoption of modular co- 
ordination as a means of reducing 
construction costs, Charles M. Mor- 
tensen, managing director of the 
Producers’ Council, stated recently. 

The American Institute of Ar- 
chitects, co-sponsor of modular co- 
ordination along with the Council, 
also is contributing to the fund 
which will be used to retain a spe- 
cialist who will join the staff of 
the Institute, Mr. Mortensen said. 

“The fact that substantial sav- 
ings in building costs can be ef- 
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SISALATIONSISALKRAFT 


for-Top Quality Housing at Lowest Cost 
Insulotes and Seals Out Wind, Moistere, Dirt, Grafts 
Warmer in Winter...Cooler in Summer 


. 
> 


AC Am CS NTE gy, 


THESE COLORFUL AND COMMANDING 
POSTERS ARE 18” wide x 24” high. 


The SISALKRAFT Co. 


Br 


) 
) 
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Chicago 6, Ill. 
New York 17, N.Y. 
an Francisco 5, Calif. 


DING PRropucts MERCHANDISER 


YOU WILL PROFIT from the “on the 
spot” buying that these poster sales-aids 
create. AT NO COST TO YOU, 
here’s another way for you to tie in with 
over 30 million ads in the biggest 
SISALKRAFT advertising-merchan- 
dising program in history . . . in the 
biggest building year! 


THIS "POINT-OF-SALE” advertising 
is sure to help you make more sales. 
Post these silent salesmen in spots where 
they will meet every customer who en- 
ters your office or yard. Watch what 
happens... INCREASED SALES, and 
at NO EXTRA COST TO YOU! 


THESE POSTERS SHOW ACTUAL 
APPLICATIONS with which your con- 
tractor-customers and your farmer- 
friends are all familiar. They can’t help 
but see the many advantages of using 
SISALKRAFT Products. 


YOU'LL WANT TO PUT THESE 
POWERFUL SALES-AIDS TO WORK 
now, where traffic is heaviest in your 
office or yards. You'll see them start 
selling right away. You'll see the story 
of the many building and farm-uses of 
SISALKRAFT Products making an im- 
pression . . . stimulating sales . . . mak- 
ing profit for you. 


Mail this (Coupon FOR THE POSTERS YOU WANT 











The SISALKRAFT Co., Dept. AL4, 205 W. Wacker Dr., Chicago 6, Ill. 
O.K! Ill put SISALKRAFT Posters to work. Please send 


O No. 1: Construction-Uses Poster 
( No. 2: SISALATION Poster 


Firm 


O No. 3: Silo and Haystack Poster 
CO] No. 4: Farm-Uses Poster 
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fected by coordinating the dimen- 
sions of materials has been dem- 
onstrated beyond question § by 
studies undertaken at the Univer- 
sity of Illinois and by use of the 
principles in actual construction 
of hospitals and other buildings. 

“Considerable impetus has been 
given to the adoption of modular 
coordination through the efforts of 
the Housing & Home Finance 
Agency, but the work of that 
agency is confined to housing. The 
raising of the special fund will 
mean that proper emphasis also can 
be placed on the use of modular 
design and materials in commer- 
cial, industrial, and other non-resi- 
dential construction. 

“Modular coordination is a plan 
whereby the dimensions of indi- 
vidual materials are coordinated 
with those of other materials with 
which they are combined in a fin- 
ished structure. Because modular 
materials fit together with a min- 
imum of cutting and patching, sav- 
ings are realized in both time and 
materials. 


UPSON AWARD 


MERIT AWARD 
So es 


eons 
BRIE reo 
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(Photo, The Upson Company) 


MERIT AWARD CONFERRED— 
W. Harrison Upson, Jr., president of The 
Upson Company, Lockport, N. Y., manu- 
facturers of laminated fibre full-wall 
panels, is shown above (right) accepting 
from Robert Law Crinnian, of Detroit, 
Mich., national president of the American 
Society of Industrial Engineers, the 1950 
Merit Award of the Society for the high 
degree of quality attained in the manu- 
facture of laminated fibre wall panels. 


WHOLESALE MEET 


Lumber salesmen plan annual 
meeting for first week in May 


The National-American. Whole- 
sale Lumber Association will hold 
its 58th annual meeting at the 
Edgewater Beach hotel, Chicago, 
on May 2 and 3. 

Salesmanship and the credit as- 
pects of business will be related to 
current conditions and many help- 
ful tips and suggestions on these 
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subjects will be developed at the 
business sessions. Other sessions 
will cover a wide range of interest- 
ing subjects. 


COMMISSION MEN 


Annual meeting will be held in 
May at Peabody hotel—Memphis 


The National Association of 
Commission Lumber Salesmen will 
hold its 25th annual meeting at the 
Hotel Peabody, Memphis, Tenn., 
May 4th, 5th and 6th. 

Speakers will cover sales prob- 
lems as they affect various species. 
The annual banquet will be held 
Friday evening, May 5. 


MARKETS 


Record first quarter building 
spurt keeps lumber prices up 


Unprecedented housing starts in 
each of the first three months of 
1950—added to adverse winter 
weather in some producing areas 
—have served to keep all lumber 
items in a strong price and demand 
position. It can be expected that 
production will eventually catch up 
with demand, but we do not expect 
this to happen in the next several 
weeks, and perhaps months. 


In the meantime individual items 
will continue to inch upward. But, 
contrary to the immediate postwar 
seller’s market, there will undoubt- 
edly be relatively good buys to be 
had by those who shop. 

SEATTLE—Mill production con- 
tinues high and exceeding log pro- 
duction by comparative volume. 
However, input of logs has doubled 
in the past fortnight bringing the 
industry up to about 40 percent 
of normal. Oregon and Washing- 
ton camps are opening in large 
numbers but northwestern Wash- 
ington areas are still slowed up by 
bad weather and restricted roads. 
Rainfall in early March has been 
double the normal precipitation. 
Shingle mills are nearly back to 
normal output. 

Demand — prices — Demand is 
good. The fir market tends to 
firm again and is definitely strong- 
er than two weeks ago. Dimension 
is still tops both No. 3 and No. 2 
and Btr. A large volume of lum- 
ber is going to California both by 
water and rail. Boards are strong 
when shipment to California can 
be arranged. Timbers are moving 
slowly and bring $5 more. Green 
boards for the east bring a ten 
percent higher price. Drop siding 
in 6 and 8 inch is inactive. There 


April 






is considerable buying of cay lin- 
ings. Special cutting is hard to 
buy as mills like to stre:mline 
their operations. 

No. 3 shingles in both 5x and 
perfections are stronger if asking 
price can be met. No. 2 perfee- 
tions are more difficult to sell. No, 
1 shingles continue strongest in 
demand. Many prices quoted are 
twenty-five cents over actual sales, 
particularly No. 2’s. Mills are pret- 
ty well oversold. 

Supply—Fir mills are oversold 
on low grade items particularly No. 
3 and 4 in boards and dimension. 
Orders still run ahead of produc- 
tion. No. 3 boards and shiplap are 
quoted $3.00 higher than early in 
March. 

There is much competition for 
the best logs. One raft of peelers 
from Columbia river to a Tacoma 
mill sold for $75, 90 and 100 plus 
$11 for transportation. 

TACOMA — Stimulated by in- 
creased activity in the form of in- 
quiries and mounting order files, 
conditions generally throughout the 
lumber industry in this area are 
excellent. Production schedules, 
both in the woods and at the mills 
have speeded up with improved 
weather and the overall prospect 
is highly favorable. Top prices 
prevail for better grade items, with 
buyers apparently showing great- 
est interest in how soon they can 
expect deliveries. Some accumu- 
lation of cheaper items is evident, 
but no one seems to be particularly 
disturbed over this at the moment. 
The feeling apparently is that this 
situation will be remedied with the 
advent of heavier buying of more 
common items later in the season. 


KANSAS CITY — Despite the 
fact thaere was no urgency in 
the buying mood of retailers and 
larger jobbers of lumber in the 
Southwest the last two weeks, a 
number of mills that were lagging 
behind in prices raised them $1 
to $2, resulting in more uniformity 
in price lists. Those mills with 
relatively large inventories were 
reluctant at first to boost prices 
too fast, but now that their stocks 
are in better assortments the ask- 
ing price is higher. 

Best demand is reported by mills 
on the west side of the Mississippi 
river, and the air-dryed stocks of 
the east side are a little draggy 
in their movement. The Texas 
market showed signs of revival 
after a 2-week period of slowness. 
The oak market is especially strong 
and prices are up as much as $5 
a thousand from a month ago, de- 





22, 1950, AMERICAN LUMBERMAN & 
































lin- 
rd to 
mline 


and 
sking 
rfec- 
. No. 
st in 
| are 
sales, 
pret- 


rsold 
y No. 
‘Sion, 
»duc- 
0 are 
ly in 


for 
elers 
“oma 
plus 


in- 
f in- 
files, 
t the 
are 
ules, 
nills 
oved 
pect 
"ices 
with 
‘eat- 
can 
mu- 
ent, 
arly 
ent. 
this 
the 
lore 


Outside 


Old frame buildings ... like barns and warehouses ...can be 
made as good as new, or better... by re-siding with Ruberoid 
Stonewall Board. These big, 4’ x 8’ asbestos-cement sheets can 
be nailed and battened right over old siding. They strengthen 
the walls...never need painting. 










Inside 


For interior walls, ceilings, partitions, Stonewall offers advan- 
tages no other building board can match. In barns, milk 
houses, poultry buildings it provides easy sanitation and pro- 
tection against fire, rodents, termites. In industrial buildings 
where fumes, rust and rot are encountered, Stonewall Board 
is in a class by itself. 











Topside 


Stonewall is tough, durable, bendable. Much used for econ- 
omy shelter over loading platforms, sheds, small farm build- 
ings like brooders, hog houses, etc. 






On the 
Farmer's Side 


The most universal building board you can sell ‘Mr all ‘round 
farm use... exterior or interior ... is Stonewall. It is easy to 
work...can be sawed or scored-and-broken to size...is nailed 
without drilling ...can be decorated if desired. The use of 
Stonewall Board is a simple carpentry job which any farmer 
can perform. 





On | : 
e os 
Industry’s Side 
Stonewall Board offers many new possibilities as a fireproof 
fabricating material... and for general utility in plant main- 


tenance and construction. Excellent for partitions, fireproof 
ducts, fire barriers, economical shower stalls, bench tops, etc. 











Because Stonewall Board is so different...so versatile...and 
has so many desirable qualities not found in other materials, 
you are able to stimulate sales where they might otherwise 
not develop. And Stonewall is profitable to handle because 
you sell its unique benefits...instead of price. Cash in on 
Stonewall by stocking it and displaying a sheet where your 
customers can see it. 


GIVE YOUR CUSTOMERS MORE FOR THEIR BUILDING DOLLAR WITH RUBEROID 


STONEWALL BOARD 






BUILDING MATER 
Sales Offices: SALTIMORE, MD. - . * 
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The RUBEROID Co. 
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pending on sizes and grades. There 
are little if any surplus stock 
available for any woods. 

The fact that Western woods 
are now reaching the local market 
has caused some buying to slacken 
and fir buyers returned to their 
sources. 

The cost of doing business for 
mills that turn out 25 to 35 thou- 
sand feet of lumber a day has in- 
creased $5 to $7 a thousand feet 
as result of the January minimum 
wage rates. These mills are in 
no position to absorb any of the 
additional costs. 

Price lists for boards showed 
that 1 by 8 No. 2 is selling gen- 
erally at $78; 1x6 at $72 to $73 
and finish, $150 to $160 for c & 
btr. and flooring prices were at 
about the same level. 

For dimension stock, mills were 
getting as much as $77 for 2 by 4 
and as low as $72; 2 by 6, at $72; 
2 by 8, at $72 to $75, and the 2 
by 10, at $75. The airdried lum- 
ber brought about $3 a thousand 
less than kiln-dried. 


BALTIMORE—Further firming 
of fir prices is again noted here. 
Some of the Western mills, slowed 
up by the severe winter, have in- 
formed customers no orders will 
be taken for a while. One reported 
it has the largest backlog of un- 
filled orders in its history. 


Rail shipments into this area re- 
cently have been delivered for 
around $89 to $91 for the No. 1 
common and _ better dimension. 
Early in January, the wholesale 
delivered quotation here was $76 
to $79, and early in February, the 
price was $84 to $85. 

Baltimore operators are watch- 
ing with considerable interest also 
the influence of lumber from Can- 
ada. American water rates have 
been inching up, as have rail rates, 
with the margin now greatly re- 
duced, and the rails, naturally, fur- 
nishing shipments in perhaps two 
weeks as against six weeks by 
boat. Now, Canadian lumber bene- 
fits by lack of a transportation 
tax, and these rail shipments are 
likely to cut deeper into the Amer- 
ican competitive picture, accord- 
ing to informants here. Lower la- 
bor costs also aid Canadian lum- 
bermen, it is said, but latest re- 
ports from Western Canada say 
costs, aside from freight, are go- 
ing up. A recent quotation on 
spruce at $87 in contrast to $81 
delivered here a month ago would 
seem to bear this out, and also 
to explode somewhat the fears of 
competition. The general situa- 
tion is pretty much mixed, how- 


ever, Baltimore yard operat:rs re. 
port. 

Plywood quotations agaii are 
firmer, the 4% inch S2S material, 
for instance, now unloading here 
for $113 compared with $100 gi 
weeks ago. The strong price sit. 
uation will hold, it is said, but 
local dealers say they do not be. 
lieve it will advance further. 

Meanwhile, Southern pine prices 
are unchanged but holding at the 
firm level established in the win- 
ter. Demand is good. 





NEW CAPITAL FOR BUSINESS 

—— (New Capital Issues Only Are Included in Each Case) == 
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In the hardwood section, there 
in some scarcity in oak flooring, 
now up another $10, with select 
red and white around $190. Also, 
mills are not promising shipments 
for at least two months. 


With the amount of construc- 
tion for the first three months 
sharply above the building per- 
mits for the first quarter of 1949, 
consumption of lumber is certain 
to be heavy. Especially in home 
and apartment permits, the figures 
are far above 1949, and the carry- 
over from last year was very 
heavy. Local conditions were fa- 
vorable for continued operations 
throughout the winter. As an in- 
dication of the mildness, only 
seven-tenths of an inch of snow 
fell in Baltimore during the en- 
tire winter. 


LUMBER STATISTICS 


LUMBER shipments of 414 mills 
reporting to the National Lumber 
Trade Barometer were 17.1 percent 
above production for the week end- 
ing April 1, 1950. In the same 
week new orders of these mills were 
15.1 percent above production. Un- 
filled orders of the reporting mills 
amount to 56 percent of stocks. 
For reporting softwood mills, un- 
filled orders are equivalent to 27 
days’ production at the current 
rate, and gross stocks are equiva 
lent to 45 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
17.0 percent above production; OF 
ders were 27.6 percent above pro- 
duction. 


. £ 
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Cat, Asi in beeeeall, it takes organization and socaiediok 
to get results. It takes a hard-hitting stems of ex- 
baeies men. 


At WONG Series ersten on i 


ties to expedite your freight. Dieselized motive power, 
_new classification yards that cut switching time in half, 
and electrified central traffic control are among ‘the 
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Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 60.7 
percent above; shipments were 67.6 
percent above, orders were 65.8 per- 
cent above, Compared to the cor- 
responding week in 1949, pro- 
duction of reporting mills was 5.4 
percent above; shipments were 24.9 
percent above; and new orders 
were 4.6 percent above. 


WESTERN PINE 

THE 103 miles reporting to the 
Western Pine Association for the 
week ending April 1, 1950 cut 57,- 
101,000 feet compared with 51,287,- 
000 feet for the corresponding 
week a year ago. Orders for the 
week amounted to 78,299,000 feet 
compared to 66,604,000 feet for the 
same week last year. Orders re- 
ceived totaled 78,299,000 feet as 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. 


It is 


a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before rece ipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain poeceies 
<Btr. 
150.00 145.00 


Flat Grain Flooring 
3 120.00 
130.00 


85.00 


62.00 
82.50 
Drop Siding 

. £106)..145.00 
#7116). .145.00 


140.00 
140.00 


90.00 
90.00 


110.00 
145.00 


Boards and Shiplap 

_ 1x6 3 8 1x10 1x12 
56.00 57.00 
52.00 53.50 
45.00 45.00 


55.00 
95.00 


46.00 54.50 


1 Dimension 
14’ 16’ 20’ 
67.00 
66.00 
66.00 
66.00 
66.00 


«oes 00 67.00 
..66.00 66.00 
..66.00 66.00 
.66.00 66.00 66.00 
2..66.00 66.00 66.00 
No, 2 Dimension 
. .60.50 60. 50 60.50 of 60.50 
..59.50 59.50 59.50 59.5 59.50 
59.50 59.50 59.50 59.2 59.50 
--59.50 59.50 59.50 59.50 
.59.50 59.50 59.50 59.50 
No. 3 Dimension 
4..48.00 eties 
>. . 46.00 
8. .45.00 
. . 44.00 
.43.00 


67.00 
66.00 
66.00 


bo bo bo bo bo 
AKKKK 


bobo bo pets 
AnKKK 





REDWOOD 


A&Btr. 
A&Btr. 


el 
PP oe 


"195.00 
205.00 


Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 


Beveled Siding, % inch 


tt et 00 00- 


sles B 
inch ‘ f 78- “82 60-62 
5 inch ‘ 96.00 78.00 
> inch 123-133 95-100 
inch 148-158 105-115 
Clear Bungalow Siding, %4 
inch 162.00 
193.00 50. 
213.00 160.00 
205 5.00 203.00 115.00 
Finish, B and Better S2 or 4S, 
6-16’ or rough 


97.00 85.00 
97.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc 
De ea ow ene 190.00 180.00 


Flat Grain Flooring 
Ex 4 17 160.00 
160.00 
Drop Siding 
1 x 6 Pat. #106.170.00 
1 x 6 Pat. #116.170.00 


Cc eiling 


160.00 
160.00 


Boards and Shiplap 
1x6 1x8 
.-120.00 120.00 
80.00 80.00 
72.00 72.00 


mension 12’ 14’ 16’ 
2x 4.81.00 

6.81.00 

8.81.00 

10.88.00 

12.96.00 96. 00 


Dimension 
73. 


bo bo bo bo 


4 
KKK KKM MK KK 


bobo bobo ne F 


6.7 
8.7% 

10.78 

12.7 


Dimension em outy 
4.57.00 
6.54.00 
8.54.00 

10.55.00 

12.45.00 


bo bo be bo be 
HKA KK 





WESTERN PINE 


Ponderosa Pine 

Selects, 

S2 or 48 4/4 RW 5/4RW 6/4 RW 
CS Ue occeess cee 230.00 240.00 
i: rea 200.00 200.00 210.00 


No. 1 No. 2 


115.00 
130.00 115.00 


Commons, S2 or 48 No.1 No. 2 
a 74.00 
i =x 33 RL 106.00 70.00 

Idaho White Pine 

Selects, 5-6/4 

S2 or 48 1x4 1x6 1x8 RW 
C RL - 220, 00 oy 00 220.00 250.00 
D RL 220.00 


Commons, S2o0r4S No.1 
2 a Sareea 133.00 
143.00 


No. 2 
122.00 
127.00 


Sugar Pine 


Selects, S2 or 4S 
4/4 RW 5/4 RW “3 RW 
B&Btr. RL ..230.00 230.00 230. 

C RL ........220.00 220.00 
200.00 200.00 


No, 2 
90.00 
90.00 
97.00 


Shop, ‘s2s 
5/4 


April 2 


compared to 55,709,000 feet a year 
ago. Gross stocks on hand at the 
week’s end totaled 709,875,000 feet. 
A year ago at the same time grogs 
stocks stood at 72,543,000 feet. Up. 
filled orders were up slightly over 
a year ago. 


SOUTHERN PINE 


PRODUCTION by the 111 mills 
reporting to the Southern Pine 
Association for the week ending 
April 1, 1950 totaled 17,182,000 
feet. For the same week a year 
ago production stood at 
This was 2.75 percent below the 
three year average. Shipments for 
the week totaled 18,283,000 feet, or 
6.41 percent above production. Or- 
ders amounted to 16,327,000 feet: 
4.98 percent below production and 
7.58 percent below the three year 
average. Gross stocks at the 
week’s end stood at 164,351,000 
feet and unfilled orders at 47,484, 
000 feet. 





HEMLOCK 
Boards & 


Shiplap 1x6 1x8 1x10 1x12 
Uppers Y 87.00 107.00 
No. 1 51. 53.00 53.00 
No. ; 49.00 49.00 
No. i 40.00 40.00 
No. 


~~ 


Dimension 
12’ 


4.63.00 
6.59.00 
8.59.00 
10.59.00 
12.50.00 


Dimension 
4.57.00 57.00 
6.57.00 57.00 
8.57.00 57.00 

10.57.00 57.00 

12.57.00 57.00 


16’ 18’ 
64.00 65.00 


- 
S wrrmrnws wrerwry 
MMMM KOK MH KK KK KKK 


dopo bobo be 





RED CEDAR SHINGLES 


Royals 


3 4. 
18” #1 sidewall, 2 bundles to 
the sq.—$8.75. 





OAK FLOORING 


Clear Pin Bix? x14 %x2 
White ..195. 170.00 180.00 
Red ....195. 00 170.00 180.00 

Sel Pin . 
White .. ‘ 172.00 
Red ...«i88, 162.00 

#1 Com 
White .. 3 130.00 
ae ehndie id 130.00 

#2 M 
15” Sirts “Ww 00 

a. Comm. 

Bt. .. fo. 00 

#2 etn 
15” Shorts 75.00 


170.00 
170.00 


150.00 
150.00 
75.00 90.00 
80.00 90.00 


50.00 : 40.00 
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New Celotex 
Wainscot +k 


eee ee ON RE 8 Ee Ce eens 


Tough, hard and textured, with a rich, 
dark brown finish. This beautiful new 
board has a wear-resistant surface that 
makes it top choice for lower wall areas 


subjected to more than average wear. 
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Increase Your 
Insulating Board Business 
by stocking CELOTEX 
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4 The Brand 
a More People Ask For 
4 Than Any Other! 
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++. get on the Celotex “Brandwagon!” 


FEATURE GENUINE CELOTEX BUILDING PRODUCTS © 
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mi. YOULL BE GLAD | SPECIFIED NICHOLS 

Y AL UMINUM NAILS FOR YOUR 
me. THEY WONT RUST LIKE ORDINARY 
NAILS. THEY WON'T STREAK OR STAIN 
PAINTED SIDING OR CAUSE SIDING TO 
LOOSEN THROUGH NAIL RUST. YET THEY 
COST LESS THAN $3.50 MORE THAN ORD- 
\NARY NAILS FOR YOUR FIVE-ROOM HOUSE 
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ONE YEAR 
LATER MR, LEE, | WANT TO PERSONALLY 
THANK YOU FOR USING ALUMINUM 
NAILS ON MY HOME. ONE OF MY 
NEIGHBORS HAD TO REPAINT HIS HOME 
LAST WEEK BECAUSE OF RUSTED SIDING, 
COST HIM #300. MY PLACE LOOKS 
GOOD AS NEW- THANKS 70 YOU AND 
NEVER-STAIN ALUMINUM NAILS! 












( 
Zee! THERE'S A BIG 


DIFFERENCE IN NAILS! 


Nichols Never-Stain Aluminum 
Nails are etched from head to 
tip for greater holding power 
. drive easy ... lighter to 
carry . . . and cost less to 
apply because no countersink- 
ing or puttying is necéssary! 
Billions have been used. 
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Opposed to Retail Associations 

OF COURSE there is no law to compel a dealer to join 
a retail association any more than there is to force him 
to become a member of a church or a club. If a dealer 
thinks he can succeed better outside an association there 
is no one to say him nay. 

I had an interesting chat the other day with a man 
who has sold more lumber than the most of us and, the 
conversation touching retail associations, he said, “I wish 
that certain wholesale men had more moral stamina, It 
is not unusual for them to announce on their letterheads 
and in their advertisements that they sell to dealers only, 
knowing that this assertion will be read by dealers. But 
here is another phase of it: Farmer Jones, thinking that 
he will get around the middle man, writes to Wholesaler 
Whitepine that he is going to build a barn, that it is his 
intention to get his lumber where he can do the best, 
and asks for quotations. Mr. Whitepine’s duty is as clear 
as day. He should write in plain language to Mr. Jones 
that while he feels it an honor to be remembered in the 
matter he sells to dealers only, and consequently cannot 
accommodate him. 

That would be business; it would be keeping faith 
with the doctrine as proclaimed on his letterheads. But 
what does he do? He writes to Farmer Jones that while 
it would please him to sell him his lumber, Mr. Smith, 
the local dealer nearest the farmer, would object, and 
that therefore he must decline his favor. A blame is thus 
attached to the yard man. Instead of standing up for a 
principle Mr. Smith is made a scapegoat. Mr. Jones 
shows this letter to his brother farmers, and tells them 
that is the kind of a son of a sea cook the lumber dealer 
in their town is. He is mighty fearful somebody will get 
a bargain in lumber, and is sticking his nose in where 
he ought to keep it out. He wants to monopolize the 
whole business. And from thence on the farmers have it 
in for the local yard man. The wholesaler has drawn 


‘their fire and directed it against his customer. 


This simply proves what I have heard several times 
before, namely, that were not the wholesale dealers and 
manufacturers forced to respect the rights of the retail 
dealers they would swarm over the earth and sell lumber 
to whomever would buy and could pay for it. They have 
done it in other sections of the country and why not in 
the west? 

The disposition to do this was what called the old 
National association into being. I once heard a wholesale 
man have the effrontery to assert that the association 
was gotten up in anticipation of what the wholesale 
dealers might do! Wouldn’t that have made you laugh? 
As well say that the lightning rod was invented in an- 
ticipation that some time lightning might strike. Light- 
ning was striking all around before the lightning rod 
was thought of, and the great wholesale concerns of 
Chicago, and along the middle Mississippi, were selling 
broadcast to consumers before a retail association ever 
was conceived. And had it not been conceived the retail 
yards today in this great territory would not in number 
be tens where they are hundreds. The wholesale trade is 
honeycombed with enough of these half-hearted fellows 
who will practically say to the farmer or carpenter that 
they owe no allegiance to the retail man, and intimate 
that they would completely upset present trade relations 
were they not obliged to do otherwise. 

MET L. SALEY, AMERICAN LUMBERMAN 
July 1, 1899 
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HOUSING BILL: You're probably sick of hearing 
about the thing. But apparently it’s reached final 
form; so, for the record, a brief summing up. And 
if we have to change the story again we're going 
to be as sore as you are... . Note that the bill ex- 
tends or expands the general program for insuring 
and buying mortgages; also that it fixes up some 
other, and new, financing of private home con- 
struction. 

CO-OPERATIVE STUFF: The proposed govern- 
ment corporation to make direct long-term low-in- 
terest loans to co-operative housing projects got 
slung out with enthusiasm. However, the co-ops 
didn't fare too badly. Their loans can be insured 
under the present FHA arrangements; up to 95 per- 
cent of the loan, if 65 percent of the co-op members 
are veterans. Otherwise up to 90 percent. Limit 
per project, $5,000,000. 

TITLE I is to be extended to July 1, 1955. This 
part of the Housing Act, as you know, insures 
loans made for repair and modernization; and 
there’s now a provision limiting the amount of this 
insurance, outstanding at any one time, to one and 
a quarter billions. Incidentally there’s a new quar- 
ter-billion-dollar program, set up to insure mort- 
gages for low-cost homes, about $5,000, especially 
in suburban and outlying areas. 

TITLE II, the government's old pre-war perma- 
nent mortgage program, gets an authorization of 
another two and a quarter billions. One billion is 
available right away; and the remaining one and 
a quarter is to be had when the President thinks 
it's a good idea. It's under this one that the co-ops 
com get their loans generously insured; provided 
the sign is tight and the old soldiers numerous 
enough. 

FANNIE MAE gets another quarter-billion credit, 
to buy government-insured mortgages from the 
original lenders. Fannie, however, loses the author- 
ity to make advance commitments to purchase eli- 


gible nortgages. Farm-home mortgages, insured 
by the Veterans Administration, are exempted from 
the provision that F. N. M. A. can’t buy from one 


lender more than 50 percent of his loans, insured 
after “pril of 1948. 
TITLE VI: Authority to insure another half-billion 


under Section 608 of the National Housing Act; but 
the a ithority covers only mortgage applications 
received on or before March 1, 1950. This was a 
wor-tine program, set up to guarantee mortgages 
on bir rental projects. It expired by legal limita- 
tion cn the first of March. But mortgage applica- 
tions «ceived prior to that date can be insured up 
to 90 »ercent. 
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VETERANS can get direct loans, under certain 
conditions, to buy or build houses; if nobody else 
wants to make the loan, and if the Veterans Ad- 
ministration thinks it's all right. These loans don't 
exceed $10,000 each, and they carry 4 percent in- 


terest. The bill extends from 25 to 30 years the 
maximum maturity of loans guaranteed by the 
Veterans Administration. No more Section 505 
combination loans after this year. 


UNEMPLOYMENT: Quite a lot of uneasiness 
about it in Washington; although it’s an odd kettle 
of fish. At the moment the unemployment figure is 
down, due to seasonal factors; but the guess is 
that rather early in the summer it'll increase and in 
fact will pass the dreaded five-million mark. Expect 
one or more Presidential messages to Congress, 
urging corrective measures that will involve the 


spending of public money. 


TOTAL EMPLOYMENT is still high. But it’s the 
new-old story of more workers rather than of fewer 
jobs. Business men as well as Federal economists 
are looking for practical ways of expanding the 
national economy. One rather unavoidable item 
is the fact that higher wage levels are pushing a 
good many business men into the necessity of in- 
stalling labor-saving equipment instead of hiring 
additional workers. 

DEP’T OF COMMERCE and the SEC report a de- 
cline of about eight percent in plant expansion for 
the first half of '50, as compared with ‘49. Less than 
the slide expected. But meanwhile there’s an up- 
turn in industrial building in the Middle West; 
which is taken as an index of rising business con- 
fidence, clear across the economic board. Also 
there's a lot of inventory buying; especially true in 
our own industry. 

HOUSING CONSTRUCTION, this year, looks like 
the biggest ever. In fact the building boom and the 
collateral market for household equipment, plus 
the high-flying automobile market, are generally 
given credit for the maintenance of the American 
economic level. It's an open secret that the bi- 


‘ partisan support of the credits in the housing bill 


reflects the Congressional belief that house con- 
struction is THE economic big stuff. 

PATTERNS, however, are changing. For ex- 
ample, corporation profits generaly were lower in 
‘49 than in ‘48; are expected to equal those of ‘49 
this year. Business prospects, however, are right 
good. Housing starts this year are expected to 
exceed those of '49 by some 20 percent. Commerce 
Department says housing demands will outrun 
the supply for three years. Building-lot prices in 
places have doubled. 
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The Northern Lumber Mills maintain high standards of manufacture in their well equipped plants 
to serve you with the finest Northern Woods. You'll like the uniform high quality of Northern 
Hardwoods — Northern White Pine Northern Hemlock, Maple, Birch and Beech Flooring. Try 
some today! Consult the leading firms listed on this page 











EK. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts, Poles—Laona Rock Maple & Birch Fig.—Dimension stock. 


Schneider Bros. Lumber Co. . . . Ok 


Northern Hardwoods and Hemlock, 
Rough Hardwood Turnings. Planing Mill and Dry 


Hardwood Dimensions. 
Kilns. 


*+Holt Hardwood Co. . =. =... Ot) «Oconto, Wis. 


Maple, Birch, Beech. Oak Flooring. Strip, Assembled Block 
Herringbone, Parquetry types: all trpes Heavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. . . 


ag Lake Linden & seenquetie. Mich. (2); White Lake. Wis. 
Mfrs. eee. | Hardwood Fig., K-D Facilities available. 
E-D Hdwds. L.C.L. shipments from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . tC. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Suriacing, Resawing, etc. 


“Michigan Pole & TieCo. . . . tt. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling. Soft 6 Hardwood Ties. 






“Abbott Fox Lumber Co. . . . 


Manutacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 









tMember Maple Flooring Mirs. Assn. 


tConnor Lor. & Land Co. (Connorvie Wek.) Ofc Marshfield, Wis. 


Marquette, Mich. 


Milwaukee 3, Wis. 


Sault Ste. Marie, Mich. 


Newberry, Mich. 


Iron Mountain, Mich. 








“Wm. Bonifas Lumber CO. (merci "tucn.) 3 


Seles Neenah, Wis. 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


"Underwood Veneer Co. . . . Cw 
Northern Hardwoods, Hemlock, W. 


Bessemer, Mich. 


Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Harawoods, Hemlock, White Pine, Basswood, Hard- 
wood Dim»nsion. Planing mill. Dry Kilns. Rotary cut veneers. 


“Bay De Noquet Company . . . . . Nahma, Mich. 


Sales Office, 817 Railway Exchange, Chicago — White Pine, 
Hemlock, Hardwood Lumber — Shingles, Cedar Products, Lath. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. 4 Veneer Co., Ltd. . -—- Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock. W Pine, Cedar Prod., Maple. 
Birch, Fig. Hand. Ven'r'd Doors. Plywd. Mod. Dry Kiln facil. 


*Ahonen Lumber Co. . . . . =. ~~ Ironwood, Mich. 


Northern Hardwoods, Hemlock, White Pine. Spruce, Hardwood 
Flooring. Planing Mill—Modern Dry Kilns. 


“Copeland Lumber Co. . . . Atlantic & Ontonagon, Mich. 
Sales Office—CHICAGO—135 S. ae Salle St., Hardwood Senha 
Dimension. Dry Kilns and Planer. 


*C. M. Christiansen Co. . «2 Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood, 
White Pine. Hemlock and Cedar Products. 


*Member Northern Hemlock & Hardwood Mirs. Assn. 
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Patterns for Profit 


Hf. THE DEVELOPMENT OF PEOPLE 

Your people can make or break your net profit. 

It is a basie truth that “that company profits most 
which serves best.” 

Service is rendered by people and “best” means 
people who know the what, why, when and how of 
Servier and how to ask and get profitable price for 
it, ; 

A recent survey reveals that 44 percent of all cus- 
tomers who switehed from one retail establishment 
to another did so beeause they were dissatisfied by 
the treatment they received from the sales people of 
their former supplier. The human element proved 
to be twice as important to consumers as price, 

Retailers secking a satisfactory nel profit find it 
necessary to develop the kind of people who will 
render the service that will earn the profit. 

The key problem surrounds the point of sale to 
the ultimate consumer, 

The retail salesman in the light construction indus- 
try must know many times as much as the sales per- 
on in most other retail establishments. 

Contrast the serviee required by the consumer who 
weks a new home, a dairy barn or a bathroom re- 
modeling job with the sales service required in the 
purchase of groceries or clothing. 

Our retail salesman must know building products, 
their use and application, how to estimate the install- 
ation or erection cost, how to build a monthly pay- 
ment deal, how to measure, sketch, and portray the 
job as it will look when completed, how to translate 
the technical language of the industry into consumer 
language, how to tie the necessary construction 
mechanics into the job, and how to sell! 

The grocery salesman has to know how to identify 
the package asked for and make change! 

That retailer will make a most satisfactory net 
profit who develops an employe group which will be 
friend-making, service-minded, cost-conscious, profit- 
minded, loyal, enthusiastic and competent. In other 
words, who can make his whole organization a crea- 
live selling team. 

Such a team can only be developed through leader- 
chip, training, proper selling equipment and incen- 
live to personal improvement. 





Patterns for Profit* 


Regardless of the fact that the average dealer has 
not attained it in the past, most authorities agree 
that a 10 percent Net Profit before taxes is a proper 
and ethical goal for management in lumber and 
building products retailing. 

This is the third in a series of four editorials on 
Operational Policies which lead to a 10 percent 
‘ et Profit before taxes on a satisfactory Wi of 

ASINesSS. 


BuitpivG Propucts MERCHANDISER 


Training should be a continuous process-—at least 
one employe session a week, year in and year out, 
should be devoted to personnel development. 

Incentives to superior performance may take the 
form of contests, prizes, bonuses or profit sharing, 
or all four! 

The Council of Profit sharing Industries has a 
formula which they claim they can prove with hun- 
dreds of case histories. 

The formula is stated thus: 100—25—150. In other 
words, share the profits with the people who make 
them and they will make more for you the next year! 

The mathematics of this formula becomes under- 
standable when profit sharing is treated as an invest- 
ment in people who will make better profits, rather 
than as an expense item. 

Another group of people who have a vital bearing 
on dealer profits, are the carpenter-contractor, sub- 
contractor and various building tradesmen who con- 
tribute to the completed job. 

The 10 percent net profit seeking dealer not only 
organizes a competent internal crew, but will form 
a team of these external factors who will be loyal, 
trustworthy and cooperative. 

This, too, is a matter of training and incentives. 
Becoming the best source of contractors’ work and 
profit is ample incentive, and regularly scheduled 
contractor meetings will provide the base for the 
needed educational program. 

That dealer who surrounds himself with a well 
trained and smoothly working team of real sales- 
men and conscientious builders is well on the road 
to a satisfactory net. 

But there is still one more vital element in net 
profit which must be added: i.e., the correct emo- 
tional attitude toward his business by the dealer him- 
self. This will be the subject of the fourth and final 
editorial in this series. 
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Do You Carry These Summer Sales Items? 


Tools and Machinery 


Power lawn mowers 
Manual lawn mowers 
Electric hedge trimmers 
Manual hedge trimmers 
Wheelbarrows 
Utility garden carts 
Garden hose 
Rubbish burners 
Shovels 

Garden rakes 

Leaf rakes 
Cultivators 

Spades 

Trowels 

Sprayers 

Weeders 

Lawn rollers 

Turf edgers 

Grass shears 

Forks 

Scythes 

Post hole diggers 
Attic fans 

Table and floor fans 
Sprinkling cans 
Pruning shears 

Vine shears 

Seed spreaders 
Fertilizer spreaders 
Garden hose reels 
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Grass and Lawn Seeds 


( ) Lawn seeds 

( ) Flower seeds 

{ ) Fertilizers 

{ ) Vegetable seeds 
{ ) Insecticides 


Fences, Gates and 
Accessories 


) Trellises 

) Picket fencing 
) Garden stakes 
) Garden buckets 
) Arbors 


( ) Decorative silhouettes 

) House letters and 
numerals 

) Letter boxes 

) Screen door grilles 

) Wrought iron railing, 
gates, fences 

) Decorative porch and 
post lamps 

) Flower bed borders 


Garden Equipment and 
Furniture 


( ) Barbecue tables and 
benches 

{( ) Window boxes 

) Sun dials 

Bird baths 

Bird houses 

Automatic. sprinklers 

Revolving clothes dryer 

Ornamental fountains 

Umbrella table 

Garden umbrellas 

Flower urns 








Outdoor Fireplaces and 
Equipment 


{ ) Steak broilers 

( ) Stationary grills 
Mobile barbecue grills 
Camp stoves 
Picnic kits 
Vacuum jugs 
Charcoal 
Charcoal burners 
Flashlights 

) Barbecue pits 

) Eating utensils 








Sports Equipment 


) Playground equipment 
) Croquet sets 

) Tennis equipment 
) Badminton sets 
) Archery sets 

) Lawn swings 

) Fishing tackle 


This is one 
way to boos! 
summer sale; 


Just show the homeowne, 

that you've got the dozens of thing; 

he needs for summer work and pleasure 
outside his home — chances are 


you've made a steady customer 


UTDOOR LIVING in the summer time has openei 
wide a big market for dozens of sales items that 
are naturals for the building products merchant. 


These items include lawn and garden furniture, 
picket fence, portable barbecue equipment, windov 
boxes, window blinds, garden tools, lawn mower 
(power and manual), seeds, insecticides, etc. (Se 
check list with this article.) 

That many dealers are grabbing these new profit 
opportunities is indicated by the experience of one 
manufacturer of trellises with headquarters in Chi- 
cago. This firm exhibited its wares this year at two 
state conventions of building materials dealers. The 
orders received for trellises topped orders receive 
from department stores in the same area 3-1. 


At the same time, the building materials dealer 


HOW many summer items can you count in the above displa 
seen in the Home Builders’ Supply Co., Jackson, Miss. Fencing 
post and ornamental lamp, two types of letter boxes, flower box. 
screen door grille, aluminum awnings, yard and _ gatepot 
silhouettes. 


ORNAMENTAL FOUNTAINS are featured on top the island 
display at the Southern Hardware and Lumber Co., Ye 
Orleans. Their display also includes power and hand mowe™ 
garden hose, garden tools, post lamps, decorative sillouellé 
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STORE SLED and a garden hose rack 
above, take care of most of the lawn and 
garden items featured at the Best Lumber 
Co. Memphis, Tenn. Insecticides, culti- 
vator, lawn edger, power and manual 
lawn mowers and garden hose are among 


are increasing their own orders of this item. Most 
dealers like to order trellises several times during, the 
season, following the recommendation of the manu- 
facturer who suggests a wide variety of trellises, but 
a limited inventory of each item. 

Incidentally, this manufacturer will show the dealer 
how he can make the most of his display space in 
arranging trellises, arbors and lawn furniture. 


PROMOTION SUGGESTIONS 


Besides the above items, dealers in many parts of 
the country have discovered numerous other accessory 
items, which are good for year round promotion and 
which naturally fall in the lawn-and-garden depart- 
ment. These particular items include post lamps and 


NEWSPAPER ADVERTISING, such as those shown here, at- 
tract attention and stimulate interest in lawn and garden equip- 
ment. These are sections of the firms’ overall advertisements. 
Represented here are Long-Bell; Lieber Lumber & Millwork 
_ Neenah, Wis:, and Richards & Krueger, New Braunfels, 
exas. 


For Backyard Living 





LAWN CHAIRS 
» % x how 
Ss $6.95 
<= j Sand Boxes ™ 
30 






















Excello Power Mowers 5” Blade Chopping Hoe 

with» Covel Biggs & Stratton motor The | 14 Tooth Garden Rake 
Round Point Shovel 

Hand Pruners 

True Tempered Garden Spade 
Flower Pickers 

Rain. King Adjust. Sprinkle 





Sharpshooter Spades 


“3D | Weed Cutter $1.35 —O. # 
ve tedicus back-breaking edge clip- pe. 
f with Ge moweneubedier cone: ceed tad RR é 





nation. Garden Tool 


Only $17.45 Handles & 
Awepco Garden Hoses .50ft.Green Guaranteed --- $7.95 











NG Propucts MERCHANDISER 


the items in this display. 
garden tools is in a separate display at 
the rear of the store. 
playground equipment are being stocked 
by more dealers each year. The “live” 
display above, was in the Barker, Gold- 










Display of man & Lubin Co., Springfield, Ill. Orna- 
mental electrical fixtures for the gate post 
and porch are sure to catch the eye of a 
homeowner. The display above is seen 
in the Southern Lumber & Hardware Co.., 
New Orleans. 


Sand boxes and 


distinctive porch lamps, silhouette house sign brackets 
and numbers; screen door grilles, aluminum awnings, 
weather vanes, brass mail boxes and house numbers. 


Your newspaper advertising, of course, will mention 
and price many other items in this department. If 
the customer knows you are stocking everything he 
needs to satisfy his seasonal lawn and garden needs— 
lawn and garden seeds, fertilizers, fencing, trowels, 
hedge trimmers, lawn mowers and trellises—he will 
be much more likely to stop at your store. 


PACKAGE SALE IDEAS 


This package sale of materials for lawn and garden, 
as indicated in the paragraph above, is just as feasible 
in this department of your store as in any other de- 
partment. Why not sell the idea of building an out- 
door fireplace and barbeque pit and the materials to 
go with it? Offer a complete bill of materials at a 
price together with construction details and a recipe 
book for outdoor cooking. 


Or show the homeowner how he can add a decorative 





SPOTLIGHTS at night dramatize this window display of home 
entrance featuring ornamental iron work and distinctive porch 
lamps at Southern Hardware & Lumber Co., New Orleans. 
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touch to his home and surroundings with a new mail 
box mounted on an ornamental iron stand, an attrac- 
tive grille for the screen door and yard signs with 
silhouettes complete with letters and numerals. 

You might key your advertising to make the out- 
door fireplace in the back yard the open-air entertain- 
ment center of the home this summer. Manufacturers 
will help you do this. One producer of fireplace and 
barbecue equipment has drawn a new design for an 
outdoor fireplace with provision for a portable tele- 
vision set. It’s easy to solve the evening entertain- 
ment problem with this “food and fun” combination. 
Working drawings and specifications of this ““TV Cook 
Nook” are available at a nominal charge. 


BACKYARD 
LIVING natu- 
rally centers 
around the out- 
door fireplace. 
This means bar- 
becue tables and 
benches, picnic 
kits, vacuum 
jugs, grills, 
ovens and the 
whole range of 
outdoor _fire- 
place equip- 
ment. 


Display is important, no less in this department 
than in any other. Last month, this AL&BPM repre- 
sentative saw a woman enter the Terry Road Lumber 
Co. store in Jackson, Miss. to inquire the price of 
a steel lawn cart. A minute later she was wheeling 
the cart home with her. This merely dramatizes one 
important display idea: keep a representative number 
of your lawn-and-garden items where they can be 
readily seen by motorists and pedestrians. 

Whenever possible, outside displays should be mo- 
bile, except when stormproof and incapable of being 


POWER LAWN MOWERS are given featured display in the 
new showroom and offices of Wm. H. Deyo & Co., Inc.. Ellen. 


ville, N. Y. 


carted off by sneak thieves. Two or three inexpensive 
display sleds or islands mounted on castors will serve 
the purpose. Spotlighted displays outside will attract 
the attention of many motorists who would otherwise 
miss them. 

Interior store displays should include one window 
display of seasonal goods. Probably one island or sled 
is sufficient to carry the featured items of this de 
partment. This should be placed near the entrance. 
Since these displays are among the most difficult to 
keep clean and tidy, this chore should be made some 
employe’s specific responsibility for a check several 
times daily. 


THE BAGGED 
charcoal makes a 
dramatic display 
outside Standard 
Builders Supply 
Co., Memphis. The 
display is mounted 
on castors. Beside 
it is a seed display. 
The picket fence 
above, (and 
priced), is outside 
the Best Lumber 
Co., also Memphis. 
Lawn cart, __iieft, 
was wheeled off by 
housewife just after 
this photo was tak- 
en at Terry Road 
Lumber Yard, 
Jackson, Miss. 
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Wood Screw Assortment 
with new ‘“‘HANDI-SERVE”’ 
Counter Merchandiser 


“wooo \ screws 


Seommeal 1908 ComPae, coonvere num | 
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18 different sizes and diameters of 
wood screws... packaged in durable 
two-ply cellophane envelopes for con- 
“Handi- 
Serve"’ counter merchandiser offers 


venient “selection by color’’. 


value of multiple display and rotating 


esd 
bids 


axis makes self-service easy. 


SELECTION 
BY COLOR 


ORDER 


2. 


Beautiful Cabinet 
Hardware Assortment 
That Sells On Sight 


This well-balanced assortment 
includes only the finest items 
in National Lock’s extensive 
cabinet hardware line. Attractive finishes include bright 
chrome, dull chrome, dull bronze, bright brass.and dull brass. 
Here's distinctively-styled hardware that answers every de- 
mand. No. N-150 reduces inventory .. . increases profits. 
A COMPLETE 


HARDWARE DEPARTMENT 


FROM YOUR 
JOBBER 


BUILDERS’ 


a | 3 HARDWARE 


HINGES 
A Broad Line of Quality- 
Built, Widely-Diversified 
Popular Builders Items 


Catches, pulls, butts, hinges, sash hard- 
ware, chest hardware, latches, supports 

. everything your customers could 
possibly call for in builders’ hardware. 
An extensive, quality-built line avail- 
able “all from 1 source’. You'll find 
a brisk demand for these fine 
Lock builders 


National items. 


3. 4, 


VP Wale), 7.u8 
TUTCH LATCH 


Automatically Opens 
Doors at a Gentle Touch. 
Easily Applied to Wood 


The newest, smartest innova- 
tion in cabinet hardware. Easily 
applied to wood cabinets with 
swing door. Tutch Latch auto- 
matically opens door at gentle 
touch of finger, wrist or elbow. 


A fast-moving, profitable 


unit you'll want to handle. < 


NATIONAL LOCK COMPANY 


ROCKFORD « ILLINOIS 


MERCHANT SALES DIVISION 


DISTINCTIVE HARDWARE... ALL FROM | SOURCE 
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NOISELESS SLIDING DOOR NWw-ART BINDING & EDGING 





























EQUIPMENT | 

Cabinet makers and builders This is the modern, 

all over the nation tell us these quick way to handle me 

track and sheaves are the per- binding and edgings 

fect sliding door equipment. for linoleum, matting, ) 

Five styles of track to choose and other miscellane- ci 

from, in brass or Alacrome. Two ous uses. Available in 

sizes of sheaves are made of brass, Alacrome or 

extra heavy gauge Alacrome and stainless steel. Rolled This h: 

plastic wheel. For doors %” so it lays flat and odhas 

and up. straight when installed. play ca 
Patented dispensing —and 





carton makes it easy 


ws 
to use and demon- show 
strate. section 


tiful 1 
Trim | 
most | 
styles 

length: 
ready 
tubing 












~_ SVaWAY sucit BRACKETS) 
(@) AGL SPEED LOAD Tal 





A durable, ornamental shelf 
bracket of beautiful Alacrome 


America’s favorite calking compound with permanent, silvery satin fin- polish 
in the most efficient, most practical ish thet will mot sust or tarnish. Mede and in 
calking load on the market. Always for use with 4”, 5”, 6” or 8” stand- to 100 
has a smooth, even flow and easy } ard width glass ment 
trigger action. Packaged 10 loads to \ or wood shelv- 














: 1 
each carton and 4 cartons per ship- today! 
ping case. Freight allowed on 8 car- 


tons or more. Stock up today. 


ing — turned 
up end holds 
shelf firmly. 


















Fits-All 
ADJUSTABLE 
SELL CWa-Glaze INSTEAD OF PUTTY! SCREEN DOOR GRILLES 


Wanted by all customers be- 

Sells better because it does the cause they not only enhance 

<a ~ job better — really stays “put”! the beauty of a screen door, 

M@ Does not dry out, harden, crack but brace it as well! Available 

or peel. Perfect for glazing wood in 5 beautiful designs and sizes 

i AV As or metal sash, replacing putty, set- for all screen doors. Made of 

ting plumbing, filling cracks, boat- Alacrome with silvery satin fin- 

work. Nationally advertised, na- ish. Comes complete with screws 

tionally known and nationally — anyone can install. These 

used. Time-tested and recom- grilles are truly one of our fast- 

mended by scores of builders and est selling items, so stock up 
sash and door houses. now! 


“lazing compoun? 


= 

















ORDER TODAY! You can’t sell thes 
if you don’t stock them, so place y% 
order today. Your stock will be shi 


We'll keep custom- same day your order is received! 
ers coming in—you 


keep well supplied. 








ALACROME OR STAINLESS STEEL 
MOULDING and TRIM 


MODEL ON FRONT 
DISPLAYS ALL 9 
SECTIONS CASE CONTAINS 

















This handsome, compact dis- 

play case goes right after sales 

—and pulls in profits! Model 

shows customers where each THIS HANDSOME 

section is used and how beau- 

tiful Nu-ART, Moulding & DISPLA 4 OMA 
Trim looks. Contains the nine 

most popular, fastest-selling 

styles of all. Packed in 6 ft. [iiaeetetindineniiipediaaiitt 
lengths, with screw holes al- COST WITH YOUR. ORDER 
ready drilled, in kraft paper 

tubing to protect its highly FOR THIS COMPLETE 
polished finish. Easy to handle : POPULAR 
and install. You can make up 

to 100% gross on this assort- ASSORTMENT 


ment so send in your order 
today! 


Display case designed so 
that you can easily dis- 
pense with a ceiling as 
low as 7 ft. Entire case 
occupies only 15” x 19” 
floor space. 





Please note that the 9 sections in this all- 
purpose assortment are the most popular 
among our wide selection of over 150 
styles and sizes in Nu-ART Moulding and 
Trim. If you desire, substitutions from 
our catalog may be made. Write for fur- 
ther information and prices. 


woh THESE ARE THE 9 POPULAR SECTIONS THIS CASE CONTAINS 


A-748 | 
COVE | 
‘ | 
A-708 PARTING STRIP > i 
SIX—6 FT. LENGTHS Y 4 \ A 
. A 710 CAP OR.EOGING 36 ck FR LENGTHS 4-ET. \ENGTHS 4 BATTEN STR 
: 20—6 FT. LENGTHS : re amntivien. 
‘ 























A-712 COUNTER EDGE 
T. LENGTHS 


WE PREPAY AND ALLOW FREIGHT CHARGES ON THIS ASSORTMENT 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
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The March 25 issue of AMERICAN LUMBERMAN (page 46), reproduc 
managemen the organization chart of the Davis Lumber and Hardware Co., Hutchinsy 


Kan. Jack C. Davis, general manager, explained the value of the manageme 
plan, which defines duties and responsibilities of each member of his fim 
The plan was developed by W. J. Wakefield & Co., business consultani 
Hutchinson, Kan. It gives each man a sense of pride in his job and eENcouragy 
him to do some creative thinking about his own department. This is the secon 
and concluding article in the series. 











Part ll—Office Procedure 





g. Preparing and mailing statements to cx 
tomers; 






















Bulletin 1 h. Passing upon credit of customers and ci. 
Subject: Who's Who on the Company lecting outstanding accounts; and 
Organization Chart i. Maintaining the accounts payable files ani 
A. ASSIGNMENT OF PERSONNEL the daily sales files. 
1. The following personnel have been assigned to C. COORDINATION AND COOPERATION 
the positions indicated: 1. The Bookkeeper is also responsible for main. 
Bookkeeper —Mrs. Edna Mae Gregg taining close coordination and cooperation 
Manager, Department 1—Mr, Earl Gibson with the managers of the other departments 
Manager, Department 2—Mr. R. L. Gregg supplying such data and information as the 
Manager, Department 3—Mr. B. J. Ertz may require in the conduct of their work ani 
Manager, Department 4—Mr. Orie J. Yoder obtaining from them such as she may require 





Manager, Department 5—Mr. Fred D. Yoder 
2. The Manager of the Mill Department, a leased 
Department, is Mr. C. T. Biggs. 




















Bulletin 3 
Subject: Responsibilities and Authority of the 
Manager of Each of the Merchandising 


Bulletin 2 Departments 

Subject: Responsibilities and Authority A. GENERAL ™ 

of the Bookkeeper 1. The Manager of each of the Merchandisin 

A. GENERAL Departments is responsible to the Gener 

1. The Bookkeeper is responsible to the General mena for operating his erga a 
Manager for maintaining the general account- effic'ent and economical manner and for Prop 
ing records and files of the Company, for pass- erly merchandising the items assigned to his 
ing upon credit of customers and for collect- Department. 
ing outstanding accounts. B. SPECIFIC RESPONSIBILITIES AND 
AUTHORITY 
* ————e ee AND 1. The Manager of each of the Merchandising 


Departments is responsible particularly fo, 
and has commensurate authority to accon- 
plish, the following with respect to the oper: 
tion of his Department: 


1. The Bookkeeper is responsible particularly 
for, and has commensurate authority to ac- 
complish, the following: 












a. Keeping the General Manager currently a. Keeping the General Manager currently 
advised with respect to any unusual or im- advised with respect to any unusual or in- 
portant matters which come to her atten- portant matters which come to his atter- 
tion in connection with the approving or tion in connection with the operation of his 
disapproving of credit, the collecting of Department; 
outstanding accounts, and the maintaining b. Maintaining an active and direct contri 


of the accounting records and files; over the stock of items in his Departmen 


b. Maintaining the following accounting rec- in such manner that a minimum of stock 
ords of the Company: will be kept on hand and, at the same tim 
(1) Cash Book, that “out of stocks” will be avoided; (This 



























(2) Check Register, control may be principally “by sight” for 
(3) Special Journal, some items and by stock records for othet Y 
(4) General Ledger, items) 
(5) Accounts Receivable Ledger, ce. Purchasing direct those items which th 
(6) Payroll Record, and General Manager authorizes him to pu 
(7) Purchases and Sales Analysis Record; chase direct, including in connection ther 
c. Preparing deposit slips and making de- with; 
posits; (1) Securing quotations and preparing 
d. Preparing, but not signing, checks; purchase orders when necessary, 
e. Reconciling bank statements; (2) Obtaining the lowest prices and tht H. 
f. Preparing properly and promptly the fol- best buying terms consistent with the = 
lowing reports: quantity, quality and the time of #& 
Reports Date Due livery desired, and Wil 
Sales Tax Return for the State (3) Securing deliveries at the time ™ 
of Kansas Monthly ‘ quired and as promised by the vend: : 
Social Security Return Quarterly ors, 
Withholding Return Quarterly d. Preparing a requisition to the Gener! J? ~ 
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Manager for the purchase of those items 
which may be purchased only by the Gen- 
eral Manager; 
Receiving and checking in items in his De- 
partment and checking and approving in- 
voices pertaining to such items; 
Arranging and maintaining in an orderly 
and systematic manner the stock of items 
in his Department; 
Arranging effective displays which will as- 
sist in selling the items in his Department; 
Recommending to the General Manager 
new ideas pertaining to advertising and 
promoting the sale of the items handled by 
his Department; 
Comparing the selection, quality and prices 
of the items in his Department with the 
selection, quality and prices of the same or 
similar items sold by competitors and tak- 
ing such action as may be proper to keep 
his Department competitive; 

Continually looking for new and improved 

products and advising the General Man- 

ager with respect thereto; 

Selling the items carried in all the Depart- 

ments, as follows: 

(1) The Manager of Department 1 is re- 
sponsible for obtaining sales primarily 
by going out and calling on customers 
and potential customers. He is also 
responsible for obtaining sales at the 
Company’s place of business when 
time permits. 

(2) The Managers of Departments 2, 3, 
4, and 5 are responsible for obtaining 
sales primarily at the Company’s place 
of business. They are also responsible 
for obtaining sales by going out and 
calling on customers and _ potential 
customers when time permits. 

(3) When he is making deliveries, the 
Manager of Department 2 is also re- 
sponsible for obtaining sales, when- 
ever possible, by determining or antic- 
ipating what a customer receiving 
such deliveries may need in addition 
to what he has ordered and suggesting 
that such customer buy such addi- 
tional item or items. 

Handling complaints of, and making ad- 

justments with, customers, primarily with 

respect to complaints on items carried by 


his Department, but also with respect to 
any item carried by the Company when 
necessary in order to give proper service 
to a customer; 

m. Maintaining an up to date and complete 
Department Price Book for his Depart- 
ment, showing the costs and retail price 
for each of the items carried by his De- 
partment; 

n. Maintaining to the extent of his authority 
sound customer relations and goodwill; 


o. Handling any special assignments which 
may be given to him by the General Man- 
ager. 


C. COORDINATION AND COOPERATION 


1. The Manager of each Department is also re- 
sponsible for maintaining close coordination 
and cooperation with the Managers of the 
other Departments, supplying such data and 
information as they may require in the con- 
duct of their work, and obtaining from them 
such as he may require. 


D. ADDITIONAL RESPONSIBILITIES AND 
AUTHORITY OF THE MANAGER OF 
DEPARMENT 2 


1. In addition to his responsibilities set out 
above, the Manager of Department 2 is also 
responsible for, and has commensurate author- 
ity to accomplish, the following: 

a. Making the deliveries of all items; 

b. Insuring that the delivery trucks of the 
Company are properly serviced, repaired 
and kept in efficient working condition at 
all times; and 

c. Keeping the Company’s offices and display 
room clean. 


E. ADDITIONAL RESPONSIBILITIES AND 
AUTHORITY OF THE MANAGER OF 
DEPARTMENT 3 


1. In addition to his responsibilities set out 
above, the Manager of Department 3 is also 
responsible for, and has commensurate author- 
ity to accomplish, the following: 

a. Maintaining the “fix-it service’ for the 
Company, contacting the required carpen- 
ters, painters and other craftsmen for the 
jobs, and insuring that such jobs are ac- 
complished properly and to the satisfac- 
tion of the Company’s customers. 
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x & fy Bump 


Convenicntly machine packaged in steel-strapped 
Prompt shipment on most grades. PHONE 
WILLIA SPORT 4181, wire or write... 






WILLIAMSPORT, PENNA 








SINCE 1919... 
the first and 
finest in 
finished oak 
flooring! 


PRE-FINISHED OAK 


¥e"n2"” & 1Y%_” and 25/32"x2%" & 1%”. Rich, gleaming twilight 
tone finish is “ironed into the wood" on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2%,", 2” & 1%”. Straight line, top quality, standard 
matched. Well manvfactured from Appalachian Oak and Hard 
Maple, carefully graded. 
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EXTERIOR VIEW of the new store opened by R. L. Sweet Lumber Co. The store} i 
located in a busy shopping area, but there is plenty of parking room for Sweet cx ; 
tomers. Dis 
measi 
inche 
e whick 
esigned for fast}: 
chant 
. 1) ¢ 
e ca & eithe 
etricient service: 
rang 
3-ine 
tures 
Home prospect and contrac- coordinated under one roof. Reac 
The new layout covers 38,0 able 
tor can find what he needs square feet, including 1,200 squar In 
ina hurry at the new Sweet a. pe rege and a SQUaN TR ah ip 
: eet of display space which incor ¥ };,, 
Lumber Co. store “ Kansas porates a woodworking departmen: 
City. “Chore boy” is one of home planning center, cabinet cor };}1 
several labor-and-time-sav- ner, and sales areas for builders & ., ¢} 
: . : : hardware and paint. in 8 
ing devices incorporated m The combination of natural birt J cont, 
Sais cee kc ccs practical layout. fixtures, asphalt tile flooring, acou- J jsjay 
m =~ pices tical ceiling and curtain wall ligh BB (ha: 
S A HANDSOME sales environ- ing is teamed up with recessei Mand 
ment essential to do a sizeable fluorescent fixtures for general Me hare 
volume in builders’ supplies? Will | lumination and stained light we: J froy 
the revenue from displaying these nut walls. A color scheme of sé 
items in glamorous surroundings foam green and coral gives th & ro 
justify the expense required to re- interior an extremely pleasing a> & disp! 
model or build a new structure? pearance. 
Would his father, who believed Spaced inside the 78-foot floor 
that the only display necessary to __to-ceiling plate glass front is: 3 
sell lumber was a yard in apple- brace of spotlights, equipped wit! 
pie order, approve the venture? a time clock mechanism, for high 


These were the questions Robert _ lighting particular areas. A series 
L. Sweet, president, Sweet Lumber of 3x4-foot panels are inserted = 
Co., Kansas City, Mo., asked him- the area around the 14-foot & 


self as he sketched tentative blue- __ trance. a 
prints for one of the middle west’s At the back of the layout, behine 
finest, one-stop, home builders’ the long sales counter over whit 
stores. the bulk of the business is tral 
PHOTOSTATIC reproduction of Page 1 His affirmative decision is seen acted, are glassed-in offices, inclat 


of AMERICAN LUMBERMAN, Sept. 14, in the new, modern functional ing a roomy alcove for shipping. 


1907, which described the business life rer . rai mee ‘ % 
’ ‘ : : s receivin ard and inventory co 
of C. B. Sweet, vice-president and general building which houses a complete gy 


manager at the time for Long-Bell Lum- assortment of products required by trol personnel. ilable 
ber Co., Kansas City. The article is titled contractors, carpenters and home- Conference rooms are availa 
“A Power in the Southwest.” His son owners. for staff meetings and for sales 


R. L. Sweet, whose new store is described Enlarged management, sales and men’s private sessions with pre 
here, is one of Kansas City’s best-known 


lumbermen. service departments are efficiently pective home builders. 
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“We can now provide a person- 
alized service to new home builders 
and to people planning to spend 
from + 1,000 to $5,000 for remodel 
ing their homes,” said Mr. Sweet. 







In the 40-foot planning center, 
a series of 160 30x80-inch, swing- 
ing panels are used in displaying 
960 items. Both sides of the pan- 
els show samples of wall treatment 

etchwood, knotty pine, wood- 
grained gypsum, plasterboard, ceil- 
ing tile, ete. 








“The planning center,”’ pointed 
out Mr. Sweet, “is an attempt to 
bring the yard into the store in- 
terior. A person can review all 
of these items in 15 or 20 minutes 

it would require several hours 
in the yard. Grouping these items 
into a single area speeds service.” 
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Display fixtures, built in sections 

measuring 380 inches wide, 60 

inches long and 22 inches high, 

which can be fitted with 10x60- 

st inch shelving in displaying mer- 
chandise, are highly flexible. 

Depending on requirements, 

either one, two, three or four of 

of: the fixtures can be utilized in ar- 

» ranging displays. Equipped with 

}-inch ball-bearing casters, the fix- 

s tures may be shifted effortlessly. 

| Reachable storage space is avail- 





oo 


3,80 able at the bottom of the fixtures. 
squan In an area near the front is the 
‘QUENT cabinet corner, featuring a name 
— line of cabinets. Items on display 
{mel are not fastened to the wall, or 
‘t COMME built in, but are placed on casters 
ilders HH go they can be arranged and shown 

in several combinations. Up the 
birch HF center of the store are eight open 
Acous @ island units containing paints 
light: backed up by warehouse stock) 
a i and a pair of displays for builders’ 


hardware including mounted locks, 
front door and cabinet hardware, 





s th : ‘ ‘ 
[OOLS for both contractors and hobbyists are given major 
ig a disp] ace. Power and hi: Is are fe: d in thi 
play space. Power and hand tools are featured in this sec- 
floor: 
is 








DRAMATIC DISPLAYS of basic building products are shown in the 2,600 square feet 
of sales floor space. Mobile display islands were designed so they can be used singly 


or in groups. 


HOME PLANNING CENTER features a wide variety of literature and products. 
“Grouping these building items into a single area speeds service,” explained President 


Robert L. Sweet. 


screen door hardware, iron hinges, 
sash locks, ete. 
In the woodworking department, 





hand tools—hammers, saws, etc.,— 
are exhibited on plywood panels, 
hooked by hanging pins and fric- 
tion hangers, while heavier equip- 
ment, such as band and bench 
grinding tools, ete. are 


saws, 
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shown on open tables. 

“In setting aside a 13x16-foot 
area for woodworking tools,” ex- 
plained D. Frank Evans, store 
manager, “we took cognizance of 
the mounting interest in this pas- 
time among hobbyists. But the 
department was initiated, mainly, 
because carpenters and contrac- 


tion. Cabinet corner is a magnet for customers interested in a 
new home or remodeling. 













tors, who patronize us regularly 
for other items, are constantly in 
the market for good-quality power 
equipment.” 

“If lumber firms fail to stock 
this merchandise,” he added, point- 
edly, “then these people are forced 
to patronize mail-order houses. 
With a top line of portable sand- 
ers, a variety of saws, power 
planes, and other take-along prod- 
ucts, we feel we are in a good 
position to handle this business. 
By positioning this department at 
the back, where carpenters and 
contractors are exposed to it while 
placing orders for other merchan- 


dise at the sales counter, we have 
stepped up sales tremendously.” 

Another efficiency-promoting fea- 
ture of the store is the three- 
wheeled chore boy, which delivers 
merchandise directly to cars in the 
spacious parking lot by a motor- 
ized dolly mechanism. 

If the customer, for example, 
wants a sack of cement, he doesn’t 
go into the yard where such prod- 
ucts are stocked, but places his 
order and pays his ticket to the 
cashier in the store, who in turn 
dispatches the order through to 
the yard where it is pulled. 

The cashier keeps in constant 





Over and over, dealers 


® Here’s the mow hay drier that 


means better hay for the farmer — 





and bigger profits for the dealer — the 


Te 
mae 
CERTIFIED Louden Decler 


makes EXTRA profits 
y A Certified Lou- 
SS = => rtified Lo 





s) Dealer 
) makes EXTRA 
sales and profits 
; His One-Man 
Band display, 
plus the new 
* complete Lou- 
den Dealer Sales Manual and 
Catalog, plus the exclusive 
services of the Louden En- 
gineering Department and 
the Louden fieldman means 
consistently greater profits. 
Write for details today. 


Hi-Dri. 





A new 











customers. 


5. LOUDEN Hi-Dri, the first scientifically de- 
signed, all-steel, prefabricated hay drier. 
It’s just one more pioneering achievement by 


LOUDEN — one more big reason why the Louden 
Line is the leading line of Barn Equipment. 


Figure it out for yourself! If a farmer puts up 
20 tons or more of hay, he needs a LOUDEN 
Think how many such farmers are your 
Then remember — the average dealer- 
profit on a LOUDEN Hi-Dri, is nearly $300. 
What’s more, each installation helps sell others. 


The big season for Hi-Dri Sales is just ahead. 
display model and demonstration unit 
creates interest and helps you close Hi-Dri sales. 
If you aren’t already a Hi-Dri dealer, it will pay 
you to get in touch with LOUDEN right away. 


— another profit-builder—the LOUDEN Barn Cleaner 


The LOUDEN 


“Most practical] cleaner on the market.” That’s the gyé, 

verdict on the Louden Barn Cleaner by farmers who + ead, 
know their cleaners. 
Du-All drive, Master-Link chain, factory aligned pre- 
fabricated corners which any farmer can easily install. 
Cleaner is rugged, built for long 
years of satisfactory service. 
gives the dealer a substantial three figure profit. 


Outstanding features include 4 =a 





~ AND STANGHONS 
A large unit sale that 


touch with the order-puller by 
telephone. While the custome 


looks over the store merchandise 
his cement is loaded in his cy 
He is notified over a store-wik 
loud-speaker system, when his 
der is filled. An intercommunic, 


tion system, involving the use ¢ 
a pneumatic tube, has proved par. 
ticularly effective in sending cy. 
ting orders from store to yarj 
enabling the shipping clerk to tak 
back and forth with yard persop. 
nel in seeing that orders for sp. 
cially cut lumber are _ properly 
filled. 


RECEPTIONIST ROUTES CUSTOMERS 


The switchboard operator 3 
Sweet’s doubles as a receptionist 
Her desk is located strategically 
near the planning center. One of 
her many duties is seeing that 
everyone is served promptly. 

“This young lady was selected 
after we screened nearly a hu» 
dred applicants,” said Mr. Sweet. 
“Her desk is located by the pla 
book display niche. If she ob 
serves a person displaying some 
interest in the books, she attempts 
to get his name and address ani 
sees that a proper follow-through 
is made on the lead. She is trained 
to weed the prospects from peopl 
who merely have an idle curiosity 
and to route serious customer 
through the proper channels.” 

A two-day preview of the new 
store was staged for contractor 
and suppliers before the formal 
opening on March 6, which was 
announced in a full-page adver- 
tisement in The Kansas City Star. 

The new building was designed 
by Edward W. Tanner & Ass 
ciates, architects, and was built 
by Ernest Vermillion, general con- 
tractor. 

New employes have been added 
to serve the expanded facilities 
Department heads _ include DP. 
Frank Evans, manager; Howard E. 
Winn, office and credit manager; 
Lynn K. Wetzel, sales manager: 
George L. Weatherbie, hardwar 
sales manager; Merrill C. Nichols, 
paint sales manager and William 
P. Kenworthy, yard manager. 

General offices of the Sweet 
Lumber Co., which functions unde? 
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With LOUDEN, you have a COMPLETE Line. 
Since 1867, when Louden founded the Barn Equipment 
Industry, Louden has pioneered, introduced and con- 
sistently improved most of the equipment in today’s 
modern barns. If you don’t handle Louden at present, 
write your jobber or address below, today. Yes — 
there’s Greater Profit when you MAKE IT LOUDEN. 


THE LO U D E N MACHINERY COMPANY 
134 S. Court St. (Estab. 1867) Fairfield, lowa 


Branch, Albany 1, N. Y. (but please send inquiries to Fairfield) 


HAY TOOLS 


LOUDEN- Everything for Farm Buildings 


the slogan The Sign of Good Buili- 
ing, are located at a second plat! 
at 3030 Southwest Boulevard. The 
yard and offices described her 
have been located at 43rd and Mil 
creek in the Plaza area since 1936 

The tenure of the Sweet family 
in the industry dates back to 186 
when R. L. Sweet’s father launchei 
his career in the lumber busines 
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NORMAN P. MASON 





—_—— 


Early this year, Norman P. Mason, 
president of Wm. P. Proctor Co., 
North Chelmsford, Mass., queried 70 
leaders in the retail lumber industry 
across the country regarding current 
operating problems and building con- 
ditions in their areas. The results of 
his survey are summarized on these 
pages. 

Norm Mason is well known to most 
of our readers as a former president 
of the National Retail Lumber Deal- 
ers Association. The unique public 


§ relations contest sponsored by Wm. 


P. Proctor Co., in which 600 school 
children wrote essays on “Home 
Ownership Under the American In- 


centive System,'’ was explained in the 
June 4, 1949 issue of AL&BPM. 
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HE ROSY PREDICTIONS of 

the press for a big volume 
of business in the building indus- 
try seem to be confirmed by the 
replies of the’ dealers who an- 
swered my recent letter. 

There are boom places like Dade 
County, Fla., with over six million 
dollars in February permits—over 
double those of a year ago, and 
the prediction of most of you was 
for good business for six months 
at least, but there were notes of 
caution, too. These came from 
parts of California, from Arizona, 
and from the farming areas of the 
midwest. Countering this farm 
uncertainty was one comment that 
with the bounty of Mother Nature 
and Father Truman things would 
Probably be okay. 

The darkest cloud—unreasoning 
competi tion—was 


almost every- 
Where. Among the disturbing fac- 
tors are new outlets with no knowl- 
edge of costs — mills — truckers— 
People trying to regain wartime 
Volume. Dealers from coast to 


Butpive Propucts MERCHANDISER 


This is how the retail 


dealer is doing in |950 


Coast-to-Coast survey shows home construction strong but — 
profit margins are down; competition is terrific; accounts 
receivable are up; shortages of building materials are devel- 


coast are finding it impossible to 
follow the uptrend in the replace- 
ment market... Dealers doing con- 
sumer selling feel this trend least. 
One dealer with 35 years experi- 
ence says he has never seen such 
intense competition. Everywhere 
profit margins are suffering. 


SHORTAGES AND SLOW SHIPMENTS 

The survey shows that short- 
ages are again developing. Gyp- 
sum board and lath are scarce. 
Cement was short in at least one 
area. The slow shipping of red 
cedar shingles, fir plywood, and 
lumber from the Pacific Northwest 
was frequently commented on. 

There are almost no unsold new 
houses in any area. Two areas 
did report them and another sees 
the condition developing. Another 
comments that he was sure his 
area was overbuilt a year ago but 
it had gone on building and houses 
were sold as built. 

Average dollar volume of sales 
in 1949 was 88 percent of 1948, 
but January 1950 sales were 103 
percent of January 1949 sales, in- 
dicating a reversal of this trend. 

Accounts receivable are up about 
5 percent over last year and prob- 
ably average about 50 days. In 
general there are ample funds for 
builders and home buyers. G. I.’s 
can get 100 percent loans at 4 
percent most everywhere, but in 
a few cases it is necessary for 
them to make a down payment. 

Inventory in dollars on January 
1, 1950 was about 3 percent below 
that of January 1, 1949. The com- 
ment was frequently made that the 
inventory was the best balanced— 
clearest—they had had since pre- 
war. Common lumber stocks were 
down about 5 percent but mostly, 
apparently, because of slow ship- 
ments. Many dealers had large 
stocks because of wise purchases 
made last fall. The amount of 


common lumber on order was nor- 
mal for the industry at this time. 






oping. Compare your business with the figures shown here. 


Plywood showed a widely fluctuat- 
ing picture. The average of all 
the figures represented a decline 
of 35 percent to 40 percent in 
dealer stocks. 

Following is a picture by Na- 
tional Association Districts. 


DISTRICT 1 — New England, New 
York, Pennsylvania, New Jersey, 
Delaware, Maryland, District of 
Columbia. 


Sales 
Sales in 1949 were 84% percent of 
1948. None over. 
January 1950 sales were 96 per- 
cent of January 1949 sales but more 
dealers were over 100 than under. 
Competition is much keener. 
There are no unsold new homes. 
One disagreed. 
There will be a good modernization 
market. 
Farm business average to 20 per- 
cent down. 


Credits 
Receivable 6 percent more. Range 
was 20 percent more to 15 percent 
less. 
Receivable were 52 days. 
Funds for builder—Yes. 
Funds for buyer—Yes 
100 percent-4 percent G.I., Yes; 
Mostly 100 percent, some 90 per- 
cent-85 percent. 

Inventory 
Average 98 percent: %4 were above 
-%4 normal-% below. 
Const. Lumber: Inventory ™% less 
-¥% more -average down 2 percent. 
Const. Lumber—On Order—About 
usual—those having more had 25 
percent more than usual. 
Plywood — Inventory.— Answers 
from 50 percent more to 60 percent 
less. 

Comments 
Better balanced inventory — docks 
in New York congested with lum- 
ber sold but not moved; hard to 
finance sales of old houses. Costs 
are up—volume down; don’t ex- 
pect prices to drop soon. 

DISTRICT 2—Solid South 

Sales 
Sales 1950 were 88 percent of 1949. 
January 1950 business was 87 per- 
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cent of January 1949 with over half 
of the dealers reporting January 
1950 sales as larger than January 
1949. 

All agree that competition is keen. 
There are few unsold houses. 
Modernization will be fairly brisk 
but farm business will only be fair. 


Credits 


Accounts receivable average 102 
percent of last year with the range 
being from 40 percent less to 30 
percent more. 

There are funds for builders, home 
buyers, and G.I.’s with most G.I. 
loans at 4 percent. 


Inventory 


January 1 inventory was 8 percent 
above 1 year before. 

Common lumber inventories were 
generally larger. 54 percent were 
up 15 percent, 15 percent were 
lower—about 12 percent, 31 percent 
were same. 

There is the usual amount of lum- 
ber on order. In general plywood 
stocks were down; half were down 
37 percent, quarter had the same 
as a year ago, other 25 percent had 
larger inventories by 25 percent. 


Comments 


Inventory well balanced. Look for 
a big year. Competition is terrific. 
Much more institutional and nice 
house work. Coal strike has held up 





business but settlement should 


speed it up again. 


DISTRICT 3 — Minnesota, Dakotas, 


Iowa. 


Sales 


1949 sales were 88 percent of 1948 
sales. 

January 1950 sales were 94 per- 
cent of January 1949 sales. A 
quarter were larger than a year 
ago. 

Competition is keener. There are no 
unsold new houses. 

The modernization market looks 
good and farm business will be fair. 


Credits 


Accounts receivable were up—the 
average was 11 percent. 

Builders and home buyers can get 
the loans they need. 

G.I.’s usually can get 90 percent 
loans at 4 percent instead of 100 
percent loans. 


Inventory 


Inventory—January 1 was down 7 
percent. 

Common lumber stocks were about 
6 percent larger than 1 year ago, 
and about 10 percent more was on 
order. 

Plywood condition varied for the 
dealer with twice as much as a year 
ago to the one with only half what 
he had one year ago. 


Comments 


Prices will be firm for first half 


DISTRICT 4 — Nebraska, Kansas 


Sales 


Credits 


of year. Weather has held Up 
deliveries from the mills. Wish yy 
had a larger stock. Inventory jy 
balance except steel and zypsup 
board. 







Missouri, Arkansas, Oklaho ma, 
Texas. 








Sales in 1949 were 87 percent of 
those in 1948. 

January 1950 showed a big’ increase 
over January 1949, partly because 
of unusually favorable weather this 
year. The average increase was 3) 
per cent. 

Competition was severe. 

Two areas reported unsold ney 
houses but most areas didn’t have 
too many. 

The modernization market looks 
good. 

The farm market will be less than 
usual. 

Comments—Business too d—n pro- 
motional. Currently very good but 
can’t see beyond midyear. Looks 
good for short term. 
























Accounts Receivable are larger by 

20 percent — running from 45 to 

60 days. 

Builders and home buyers can get 

financing. 

G.I. loans can be had but not too 
(Continued on page 70) 

















WHITE RIVER LUMBER 


Branch of Weyerhaeuser Timber Company 
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Today’s modern White River plant has every 
facility for manufacturing fine Douglas Fir and 
West Coast Hemlock lumber to please you and 
your customers. 
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Re-growth from the White River tree-farm is 
expected to supply the logs for your lumber 
needs indefinitely. Depend on White River for 


your lumber requirements—we know you'll be 


well-satisfied. 


ENUMCLAW, 
WASHINGTON 
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NO. 6 - YARD PLANNING SERIES 














The open bin lumber shed 


HROUGH THE PAST 50 years 

several types of storage ware- 
houses essentially for lumber have 
been developed. The previous ar- 
tide in this series discussed one 
of these: the closed alley shed. An- 
other well-established type is the 
open bin shed. 

The main difference between the 
two is that the former consists 
of two bin storage areas tied to- 
gether structurally with a roofed- 
over alley between while the open 
bin type is accessible from an out- 
side alley or driveway. You will 
note, however, that one variation 
of this structure consists of two 
bin sections, back-to-back, and two 
decks high, with a hooded cat-walk. 
Functionally, this building differs 
but slightly from the double-deck, 
closed-alley shed. 

The single deck shed has limited 
service. It is usually situated along 
the outside line of a yard, and is 
used primarily for the storage of 
construction grades of dimension 
and boards. 

Loading and unloading is usually 
accomplished from the open side, 
although one type, situated with 
the rail spur along the rear, is 
equipped with hinged or sliding 
doors at each bin so that lumber 
received into inventory is stored 
in the bins from the rear, and 
loaded for delivery from the front. 

Here again, as with all bin-type 
buildings, straight carloads may be 
handled with fairly high efficiency ; 
but in mixed cars, where sizes and 
grades must be distributed to a 
number of bins, the handling prob- 
lem becomes complicated. 

Perhaps the best method to sort 
alumber shipment is by means of 
4 conveyor system that can be set 
Up parallel to the shed. With it 
the car can remain stationary and 
only one moving operation is in- 
volved 
The open shed with bin parti- 
Hons is not suitable for fork-lift 
& straddle equipment, although 
tedesigning the roof support struc- 
ture to eliminate alternate posts, 
will adapt it so-that this equipment 
tan be used efficiently. 

Both the single and double sheds 
are usually built on three parallel 
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footings that not only support the 
building, but also provide stringers 
upon which the lumber piles are 
placed. Adequate drainage must 
be planned to prevent the accumu- 
lation of water beneath the piles. 
The double-deck open shed was 
originally designed for all types 
of lumber storage. The lower deck 
was used for construction grades 
and sizes, while the more protected 
upper level was for finish lumber, 
trim, mill stock, and millwork. 
This is more or less true today. 
Some double sheds are equipped 
with sliding doors over the upper 
bins to provide maximum protec- 
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tion, and the area is used for many 
other types of building products in 
addition to lumber. 


The same storing and handling 
problems exist with this type as 
have been discussed for the others; 
but its function is more static than 
the others. While the cross-section 
details accompanying this article 
do not show it, the upper level is 
usually floored. Structurally, there- 
fore, it is difficult to redesign for 
open area storage space. An effi- 
cient, economical, open-floor ware- 
house will be described in a later 
chapter. 


Neither of the open sheds shown 
here is obsolete. There are many 
instances in modern yard planning 
where they may be used efficiently, 
depending on volume, distance, and 
physical shape of the yard. For 
the high volume yard, however, 
where time and motion costs are 
a primary item of overhead, they 
do not represent the most efficient 
design for use with mechanical 
equipment. 
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TYPICAL cross-section details of a single deck, open side shed. 
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TYPICAL cross-section details of a double-deck, back-to-back unit. 
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AMONG THE DEALERS 





News of National Interest from Organized Dealer Groups 





LOUISIANA 


Merchandising—public relations 
stressed at New Orleans meet 


MERCHANDISING and public 
relations were stressed by various 
speakers at the thirtieth annual 
convention of the Louisiana Build- 
ing Material Dealers Association 
held at the Jung Hotel in New Or- 
leans, Mar. 15-16. 

“There is no substitute for good 
merchandising,” declared Arthur 
Clifford of the A. W. Burritt Co., 
Bridgeport, Conn., who spoke on the 
subject, “You Don’t Live on Past 
Glory.” 

Clifford urged dealers to paint 
their trucks and places of business; 
encourage telephone and _e sales 
courtesy; send personnel to 30-day 
training schools; install labor- 
saving equipment in yards and of- 
fices; tighten up credit; weed out 
inefficient personnel. 

Gates Ferguson, advertising di- 


















CONVENTION NEWS 


rector, The Celotex Corp., urged 
dealers to cultivate the builders in 
their community in his talk, “The 
Magic of Merchandising.” Phil 
Creden of the Edward Hines Lum- 
ber Co., Chicago, pointed out that 
home owners do not visit a lumber 
yard as often as they do a food 
store or a shoe store, hence the 
necessity for a consistent advertis- 
ing program. 


Activities of NRLDA and par- 
ticularly public housing legislation 
were discussed by H. R. (Cotton) 
Northup, executive vice president 
of the National. 


Sickness prevented the attend- 
ance of President Ivy C. Jordan of 
Monroe. Lloyd C. Clanton, a past 
president, acted as chairman. High- 
light of the social program was the 
annual banquet at which certificate 
awards were presented to past 
presidents of the association by C. 
T. (Bill) Parsons, editor, Southern 
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JAY G. McKENNA USES TRAILERS IN HIS BUSINESS 
AND HIS HOBBY 





Jay G. McKenna, of Jay G. McKenna, Inc., Elkhart, Ind., makers of Kennatrack sliding 
door hardware, has a unique way of combining his business and his hobby, which is 
the showing of harness ponies and hackney ponies. McKenna spends a large part of 
his time traveling. He uses a trailer coach and a stock trailer, in addition to his personal 
car. The trailer coach is equipped throughout with sliding doors mounted on Kenna- 
track. Besides being a home away from home, the trailer serves to instruct distribu- 
tors’ salesmen in the latest Kennatrack products and their high quality performance. 

In the photo at right, McKenna is shown explaining some of the latest adaptations 
of Kennatrack to C. A. Schneider, secretary and general manager of Robert Sash and 
Door Company, Chicago. Robert’s salesmen were later shown through the trailer, 
where McKenna explained product use and selling features. 

In the photo at left, Mr. McKenna poses with two of his prize ponies. He takes 
five ponies with him on his trips. This year they will be entered in about 25 shows 
and state fairs in the western half of United States. 


. % 
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Lumber Journal, who was _ intro. 
duced by R. Needham Ball, exegy. 
tive vice president of the associa. 
tion. 


TENNESSEE 
Competition from truckers j 
discussed by dealer at Memphis 


A campaign to require trucker 
of pine boards and dimension fro 
other states into Tennessee to pay 
the sales tax and other tay 
burdens for doing business withiy 
the state reached a high note 
the silver anniversary convention 
and building material exhibit ¢ 
the Tennessee Building Material 
Association just held at Memphis, 

The retailers heard an addres 
by Clarence Evans, Tennessee 
Commissioner of Finance and*Tax. 
ation in which he pledged to cd 
lect all taxes possible from thes 
out-of-state truckers who _ bring 
their product into Tennessee and 
hawk it about until it is sold. 

Mr. Evans said, however, that 
little could be done until the Ter 
nessee Supreme Court decided 
case now before it. In East Te: 
nessee where retail tax-paying coal 
dealers were subjected to the same 
kind of competition the out-of-state 
non tax-paying traffic has been cur- 
tailed he said by drastic action of 
his tax collectors. 

Boyd Mahin, Chicago attorney 
and whose legal firm represents the 
National Retail Lumber Dealer 
Association, explained how the as 
sociation had been instrumental in 
having Congress adopt ament- 
ments to the Wage-Hour law that 
classified retail lumber dealers a 
retailers. Since the enactment of 
the Wage-Hour law in 1938, he 
said, court decisions in many parts 
of the country had taken the ex 
emption as retailers away from 
that group. One federal judge, fo! 
instance, having classed retail lun: 
ber dealers as wholesalers becaust 
they processed millwork. 

Business over the Nation is im 
proving, H. R. Northrup, Washing: 
ton, executive vice-president of th 
National Retail Lumber Dealer 
Association told the convention 
Mr. Northrup was on a swing Eas! 
from the upper Pacific Coast states 
He said that home building wow 
carry on for a long time and tha 
shortages were noticed in som 
places in gypsum boards and othe! 
items and that lumber from thé 
West Coast was needed. 

T. O. Lashlee, Humboldt, Tem. 
is president of the Association: 
Bob Brownlee, Knoxville, Ten. 
secretary-manager. 
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Timber... 


Tarpaper... 


And cement, casements and casings! These 
—and hundreds of other building supplies— 
now move faster, safer and cheaper on mod- 
ern Rapistan Material Flow equipment. 

Rapistan conveyors move your materials 
from boxcar to storage; from storage to de- 
livery truck—with no in-between handling ! 
They save you countless man-hours, reduce 
breakage, and give trouble-free service— 
indoors or outdoors—for years! 

Whether you need gravity conveyor for 
fast unloading, power belt conveyor for 
loading and stacking, or a complete “flow” 
system—buy Rapistan! It’s profitable. 
SEND FOR YOUR COPY of “The Hands that Lift the 
Materials Lower the Profits!’ See how Rapistan 
equipment cut boxcar unloading cost from $17.10 
to $1.90; reduced frame and door storage handling 
cost 68.7%; made possible simultaneous unloading 
and sorting of lumber—how Rapistan can work 


for youl 
“Rapistan” and “Material Flow”—Trade Marks 


The RAPIDS-STANDARD COMPANY, Inc. 
235 Rapistan Building @ Grand Rapids, Michigan 


Representatives in Principal Cities 


> ania EQUIPMENT 








CONVEYORS: Santee or Gravity, Portable or Stationary. 
CASTERS @ PLATFORM TRUCKS ® HAND TRUCKS 
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is the way to your customer's heart! 
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nied Bee GEE Windows 


Talked about features that 
all BEEGEE Windows 


EASY HOUSEKEEPING 


Clean the OUTSIDE 
from the INSIDE! 


HEALTH and COMFORT 


Bee Gee ventilating unit stops in any 
position —from closed to maximum 
opening. Permits control of ventilation 
from three directions of wind. 


ONE COMPLETE UNIT 


The factory pre-fitted Bee Gee Window 
is one complete unit consisting of 
FRAME, pre-fit glazed SASH with glass 
bedded in putty, copper SCREEN and 
all HARDWARE applied at factory. 


MORE STYLE . . . MORE BEAUTY 
The LOOKED FOR LOOK in modern 
windows with more than 42 styles and 
sizes for every home plan and build- 
ing requirement. 


Foe more windour sales. and 





GLASS EASY 
TO CLEAN 


All glass is easily 
reached, both inside 
and outside from 
INSIDE the room. 
Women are quick to 
see how this Bee Gee 
Window feature 


‘ makes cleaning and 


housekeeping easier. 


Famous Bee Gee 
Windows are sold 
only through local 
lumber dealers in 
the following states: 
Michigan, Ohio, In- 
diana, Kentucky, 
West Virginia, Penn- 
sylvania, New York. 


greslr Profs: 


SELL BEEGEE WINDOWS 
for full details... write today... 


mana Aan 
BROWN-GRAVES CO. 


AKRON 1, 


OHIO 














Time to Learn How fo Sell 


Automobile agencies are complain- 
ing because manufacturers are ship- 
ping. them cars too fast. It wasn’t 
many months ago that they were even 
more vociferous in their complaints 
because the cars were not coming fast 
enough. However, the pendulum of 
supply and demand never stops 
swinging. Consequently, supply is 
now in the ascendency and dealers 
have found from bitter experience 
that too many is worse than too few. 
Competition is the direct result of 
“too many” of anything—too many 
people trying to sell too many things 
to too few buyers ... an unhappy sit- 
uation for the dealer who has enjoyed 
the fruits of many long years of 
shortages. 


Now is the time to sharpen 
sales tools. 


Test Question 


Not so long ago in talking to a 
group of 250 well-to-do retail lumber- 
men, I told of the dilemma of the 
automobile dealers who were com- 
plaining because the manufacturers 
were forcing them to take more cars 
than they could sell. I had read that 
the manufacturers had retorted rather 
bluntly that it was time for the auto- 
mobile dealers to roll up their sleeves 
and begin to do a plain and fancy job 
of selling. 

Just for the fun of it, I asked how 
many in the audience had been vis- 
ited by an automobile salesman who 
had put up a good sales talk on be- 
half of the car that he was selling. 
Three men held up their hands. 

There is your answer! Any person 
in the entire audience could write a 
check for any kind of a car he wanted 
to buy, regardless of its make. Only 
3 out of 250 had been asked to buy 
one. 


Other Things Too 


My next question to the lumbermen 
in the audience was how many had 
been asked to buy any of the new 
electrical household appliances that 
have come onto the market since the 
close of the war—garbage disposal 
units, dishwashers, new type washing 
machines, clothes driers, or any other 
of the many new things that are now 
featured in colorful advertisements in 
the magazines. 
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MERCHANDISING 
CLINIC 


Strange as it may seem, not a sin- 
gle man in the audience held up his 
hand. 

Next question: “How many of you 
have been asked to buy anything?” 

A single individual raised his hand 
somewhat timidly. 

“A truck,” he said in answer to my 
question as to what the salesman had 
been selling. 


Can it be possible that we 
have forgotten how to sell? 


Pay Off 


“How many of you retail lumber 
dealers in this audience have been 
asked to buy anything in the last 10 
years?” was the final question. I 
didn’t ask for a show of hands be- 
cause the answer would have been 
wholly inaccurate. 

I cite this incident at the risk of 
being accused of making a gross over- 
statement concerning the lack of 
salesmanship at the present time. I 
do not claim that the results of the 
wholly informal questionnaire are ac- 
curate. On the other hand, I insist 
that they indicate in no uncertain 
terms that we still have a long dis- 
tance to go before we really get down 
to brass tacks when it comes to crea- 
tive selling. 


Good will is something that 
must be earned, and yet is the 
easiest thing in the world to 
lose. 


Selling "In Use" Is Easiest 


A few days ago I had an exceed- 
ingly interesting visit with one of 
the best-known agricultural authori- 
ties in the entire country. As a mat- 
ter of fact, his concern manages more 
farms than any other company. He 
employs a large number of agricul- 
tural experts. 

Naturally, his nationwide activities 
involve the construction of many farm 
buildings. He knows exactly what he 
wants in the way of farm structures, 
but he complains that it is exceed- 
ingly difficult for him to obtain them 
for his clients. 

“T can find plenty of lumber dealers 
who are willing to sell me such ma- 
terials as I need, provided I furnish 
them with a list,” he said. 

“However, that is not the answer to 
my problem. What I want to know 
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when I go into an area is who I ¢ay 
get to build the structure. I want to 
buy the building complete, just the 
same as I buy an automobile or any 
other piece of farm equipment. That, 
I have found, is something: that js 
practically impossible. After I get, 
price on the material from the lun. 
ber dealer, my troubles really begin, 
I have often wondered whether it isn't 
some day going to be possible fo 
lumber dealers to make some sort of 
a hook-up with reliable contractors in 
their area so that they can sell me 
the building, pay themselves for the 
lumber and pay the contractor for 
doing the work. If such a thing 
ever happens, it will be a great day 
for our organization.” 


What people think of your 
establishment is pretty largely 
determined by what your em- 
ployes think of people. 


New Ways of Doing Things 


During the war, Hans Goldschmidt 
was employed in a shipyard in Cali- 
fornia. As hostilities came to a close, 
he decided to “invent something.” 
After intensively concentrating his 
attention on many things, he came up 
eventually with a 5-unit motorized 
tool-kit—saw, sander, horizontal drill 
press, vertical drill press and lathe. 
Once the new machine was made, he 
sold 250 units to Montgomery Ward. 
That was something like two yeals 
ago. Since that time, 50,000 Shop- 
smiths have been sold to the tune of 
10 million dollars and the demand is 
increasing daily. 


The traditional way is seldom 
the best way. 


Another Success Story 


This interesting postwar story il 
volves the setting of pins and studs 
instantly into steel and concrete ani 
is said to be the most important fa 
tening development since the invel- 
tion of the rivet. It.sets fastenel 
into steel, concrete, masonry, W004 
and other materials by utilizing an 
internal powder charge which elim 
nates drilling, chipping or pluggité. 

Any time anybody brings out some 
thing new in construction, there a 
plenty of people who can be interest 
in the subject. 
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‘Satisfactory and Profitable Results,” writes J. H. Robinson, Jr. 
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DIERKS SATIN-LIKE PACKAGED TRIM 
ay “Through the years,” writes J. H. Robinson, Jr., of 
ie Robey-Robinson Lumber Co., Palmyra, Mo., “there 

have been many satisfactory and profitable results 

a from stocking your trim.” 
= “Our contractors like it because of the price and the 
mo rapidity of application. Our painters like it because 
That, it is ready to finish. Our customers like it because 
“i of its beautiful grain . . . and its satin-like smooth- 
Tes. ness. One extra good thing for us is that it keeps 
regi. down inventory due to the interchangeable part sizes.” 
, Isnt 
fe Time and again, outstanding dealers who tell us their 
rs ia reasons for stocking Dierks Satin-Like Packaged Trim stress 
ll me PROFIT. For Dierks Satin-Like has advantages that are 
r the recognized by everyone who buys trim—the contractor, 
r for 
thine the builder, the consumer. When it comes to trim, come 
: day to Dierks for “‘Satin-Like’—you'll enjoy ‘‘satisfactory and 


profitable results.” 


‘| - Dierks LUMBER AND COAL COMPANY 





‘|for WESTERN % WOODS 


his 
eu fF | Specializing in Mixed Cars 
rized 
aril of 
athe. 


ete | IDAHO WHITE PINE 
x | PONDEROSA PINE 


rears 


i ENGELMANN SPRUCE 


ai | INLAND RED CEDAR 
FIR AND LARCH 


FRAMES 

. CUT STOCK 
MOULDINGS 
CUT-TO-LENGTH TRIMS 
Sales Office: 


449 Peyton Building 
P.O. Box 1290 


Teletype — Sp-105 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 















_ for name of nearest wholesaler call 
fas- 
vel- 
ners 
yood 


jmi- 
‘ing. 
yme- 
are Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 


Thompson Falls Lumber Co., Thompson Falls, Mont. 











——. 
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Products .... Sales Aids .... Literature 


Farm Lighting Equipment, and 
Coverlites are covered in two new 
bulletins. Bulletin No. 122-50 lists 
a new line of lLampholders _§at- 
tached and completely wired to a 
General Electric Remote Control 
Unit, for operation of PAR-38 Flood- 
lamps from many switch locations. 
Single, two and three lamp clusters 
are available. Similar units are ob- 
tainable without Remote Control fea- 
ture. This Bulletin also features 
Steber Yardlights, Haymowlites and 
Coverlites. Bulletin 124-50 lists Steb- 
er Coverlites for outlet box mounting, 
reflectors with shadeholders attached 
and reflectors with socket extensions. 
Write Steber Manufacturing Com- 
pany, Dept. AL, Broadview, IIl. 


The face width of 114” Northern 
Hard Maple Flooring is again avail- 
able in quantities. It makes a tight, 
smooth floor, and is highly recom- 
mended for the large space areas of 
gymnasiums, auditoriums and roller 
skating rinks. Third Grade Maple in 
the 1%” width is also available for 
use in stores, bedrooms, recreation 
rooms, dens, and light manufactur- 
ing plants. Recommended specifica- 
tions are published by the research 
department of the Maple Flooring 
Manufacturers Association. Write 
MFMA, Dept. AL, Box 678, Osh- 
kosh, Wis. 


Catalog-price List gives complete 
information on Dura-seal . . . details, 
description of materials, 16 different 
groupings of equipment, how to make 
up additional groupings of equip- 
ment, and prices on all groupings. 
Dura-seal provides weatherstripping 
plus balances in one unit. Write 
Zegers Incorporated, Dept. AL, 8084 
South Chicago Ave., Chicago 17, IIl. 


“Solid Cedar Construction,” a new 
12-page booklet, proves that solid 
cedar building methods offer the user 
direct economies in both time and 
money. Well illustrated with step-by- 
step photographs taken during con- 
struction of two test homes of solid 
cedar, it gives complete cost records 
for both houses. In addition to home 
building, many other money saving 
uses for this new construction meth- 
od are indicated in the booklet. De- 
tails of a model home being built for 
the B. C. Better Homes Exposition 
and plans for summer cabins and a 
standard one-car garage will be dis- 
tributed as supplements to this book- 
let. Meanwhile, work sheets are be- 
ing prepared which offer plans and 
material specifications for several 
types of solid cedar farm buildings. 
Write B.C. Coast Woods Trade Ex- 


52 


tension Bureau, Dept. AL, 709 Metro- 
politan Bldg., 887 West Hastings St., 
Vancouver, B.C. 


Performance-boosting and cost-cut- 
ting features of International crawler 
tractors are graphically presented in 
two new two-page mailers. A read- 
at-a-glance explanation of the simple, 
direct transmission-to-track power 
train of the typical International, is 
offered in Form A-420-MM: “Is Your 
Horsepower Going to the Track?” 
Exclusive three-point track suspen- 
sion, for positive alignment and long 
track service life, is similarly dis- 
played in the folder, “How Long Is 
Your Tractor’s Life Line?” Sketches 
illustrate the function of the front 
stabilizer, used only in Internationals, 
in preventing misalignment and mini- 
mizing leverage loads. Ask for Form 
A-419-MM. Copies of the “features- 
facts” folders are available from Con- 
sumer Relations Department AL, 
International Harvester Company, 
180 N. Michigan Ave., Chicago 1, IIl. 


Steel equipment specially suited for 
manufacturing plants, institutions, 
shops, maintenance departments, 
warehouses, etc., is shown in a new 
Red Tiger catalog No. 110. Red Tiger 
concentrates on equipment for stock 
handling; small parts assembly, trans- 
fer, and storage; materials handling; 
and inventory control. Office equip- 
ment is included. The catalog has 
many illustrations, fully described. 
Among highlights are the new Iron- 
Grip steel shelving which uses only 
a stud for quick shelf assembly. No 
tools, nuts or bolts are needed. A 
single Iron-Grip shelf holds 600 
pounds and with reinforcement, 2,000 
pounds. Write Red Tiger Products, 
Inc., Dept. AL, 20 N. Wacker Drive, 
Chicago 6, IIl. 


Five models of Hyster Salsbury 
Turret Trucks, formerly manufac- 
tured by the Salsbury Corporation of 
Los Angeles and now taken over by 
the Hyster Company are illustrated 
in an eight-page catalog just released. 
Included in the turret line for hori- 
zontal materials handling are Plat- 
form, Pallet and Cargo Trucks as 
well as Tugs and Auto-Loaders. 
Powered by a Wisconsin air-cooled 
engine, traveling up to eight miles 
Per hour when fully loaded, and 
highly maneuverable, each truck is 
equipped with the Salsbury fully 
automatic clutch and _ transmission. 
The operator may either ride in a 
standing position or walk alongside, 
regulating speed by means of a 
throttle ring located inside the steer- 
ing wheel. Turret Trucks will handle 
almost any type of load up to a ca- 
pacity of 4,000 pounds. Write Hyster 
Company, Dept. AL, Portland 8, Ore. 


Truscon Announces Cooperatiye 
Advertising Program 


The Truscon Steel Company ap. 
nounces a new Cooperative Adver. 
tising Program for use by its deg). 
ers. This share-the-cost plan wil] 
include newspaper advertisements, 
radio announcements and _ direc 
mail, which will permit reaching 
large numbers of Truscon  steg 
building products prospects at rela. 
tively low cost. Items included jp 
the program are such well-known 
Truscon products as double-hung 
and residential casement steel wip. 
dows, metal lath, residential jp. 
terior steel doors, industrial win- 
dows, and other products. For de 
tails of the plan write the Adver. 
tising Department—AL, Truscon 
Steel Company, Youngstown 1, 
Ohio. 


Streamer Announces Two 
Types of Kimsul Insulation 


This attractive window streamer, 
distributed to all dealers of the 
Kimberly-Clark Corporation, tells 


aD eaitppax 
KiMSiL 
! 


the consumer that there are two 
types of Kimsul insulation. We 
have both! the dealer’s streamer 
announces. The drawings illustrate 
Regular Kimsul insulation with 
pyrogard cover, and _ Reflective, 
with reflective vapor seal cover. 
Write Kimberly-Clark Corporation, 
Dept. AL, Neenah, Wis. 


How Aluminum Roofing Makes 
Buildings Cooler in Summer 


A “see-and-feel” display that 
demonstrates how aluminum roof- 
ing makes buildings cooler in sum- 
mer heat because of its high re 
flective qualities, is available to 
building material dealers from 
Kaiser Aluminum & Chemical 
Sales, Inc. The demonstrator con- 
tains two powerful flood lights 
which focus sun-like heat down 
equally upon miniature buildings 
of Kaiser Aluminum, and two other 
roofing materials. Inside each 
model building is a thermometer 
that quickly records the tempera- 
ture under each type of roofing. 
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The Flooring Line in Knoxville, Tenn. 


You buy more than price when you specify this 
newest member to Atlantic’s line of proven 
products. 

This Appalachian Red and White Oak of 
even color and texture is carefully kiln dried 
and precision machined to give you the best in 
character and appearance. 

Here’s one of the production operations that 
guards the quality and uniformity of Vestal 
Brand Flooring. Watch for these candid shots 
as they will appear above. 

Remember, you can order flooring in mixed 
cars with other Appalachian hardwoods from 
this “Headquarters for Hardwoods.” 


Headquarters 
for 


Hardwoods 


THE ATLANTIC LUMBER Co. 


8& BROAD STREET 1055 SENECA STREET 
BOSTON, MASS. BUFFALO, N. Y. 


Buitpine Propucts MERCHANDISER 





PRICED LOW... 
SELL FAST... 


DEALERS MAKE BIG PROFITS! 


























NOW! TOP QUALITY ALUMINUM SCREENS 
PRICED AS LOW AS ORDINARY SCREENS! 


These new, improved Wilson Screens for metal casements com- 
bine all the features home owners want most—durable aluminum 
construction, attractive appearance, and LOW COST. Result: 
faster sales, easier sales, bigger profits for you! 





Thrifty, discriminating home owners who compare before 
buying recognize the value in Wilson Screens instantly. Pre- 
cision made of .032 gauge tubular aluminum frames with plastic 
spline and aluminum wire, Wilson Screens last a lifetime. Stay 
permanently beautiful without painting or other upkeep. Quickly 
and easily installed from the inside. And priced for yolume sales! 


STOCK FAST SELLING WILSON SCREENS NOW 


Get a bigger share of this growing market. Liberal discounts— 
immediate delivery. Boxed and ready to ship in quantities of 
12 per box, hardware included. Fit all standard metal casements. 


DEALERS For extra profit, sell Wilson aluminum com- 

DISTRIBUTORS bination screen and storm sash for metal 

WRITE basement windows. Same high quality, new 
low prices. 


wee ee ee ee ee ee 


Metal Window Service Co., Dept. A-2. 
4601 W. 47th Street, Chicago 32, Ill. 


Please send full details on new, low cost Wilson Aluminum Screens for 
metal casements. 1 am a [_] dealer [_] distributor. 


NAME 





COMPANY 





ADDRESS 





CITY. STATE 
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WALLACE Decoratine 
WALL PANELS 


You'll please and SELL more 
customers when you give them 
greater choice with the combined 
lines of Wal-lite, the deluxe high 
gloss panel, and Satin-lite, the 
satin smooth panel. Together, they 
offer wider range of beautiful 
colors and designs and greater 
opportunity for customer saiis- 
faction. 


Most customers will prefer Wal- 

lite’s delicate pastel colors — 

Persian Red, Ebony Black or 

White. They will prefer the high 

gloss, easy-to-keep-clean baked 
‘sh. 


omers limited by a_ small 
budget will select Satin-lite hbe- 
cause it has most of Wal-lite’s 
deluxe features. 


To cinch the sale, show both. And 
for customers ready to buy “right 
now’, stock both. Your jobber 
can supply you quickly. 


! 4 
bhi i 4 


Manufacturing Company 
10th & Fayette, N. Kansas City, ™0- 


\— 





The thermometer under the alumi- 
num registers several degrees 
lower to show graphically its heat- 
guard advantages. The buildings 
are readily interchangeable, if de- 
sired, to show that there is no “hot 
spot” to affect the temperature re- 
cordings. Sturdily manufactured of 
heavy cardboard, the display is 
printed in full color; side pockets 
hold literature. The unit is con- 
venient for counter-top or window 
display use. Write Kaiser Alumi- 
num & Chemical Sales, Inc., Dept. 
AL, 1924 Broadway, Oakland 12, 
Calif. 


Auburn Window Visors and 
Door Canopies 


Auburn window visors are de- 
signed in stock sizes to fit all width 
windows as well as windows in a 
row. Standard 30”, 36”, 42” and 
48” widths can be installed side 


by side for windows of greater 
A special Auburn designed 


width. 





aligning device is attached to the 
support arms of the awnings which 
with standard half inch water 
pipe, lines visors up evenly and 
permits butting together so closely 
that joint is indiscernable from 
a few feet distant. Panels of visors 
overlap slightly. Louvers between 
admit air and light. Visors are 
made of 24 gauge steel, bonderized 
and coated with a compound that 
waterproofs the metal completely. 
Auburn door canopies are 48” wide 
by 39” long. Design matches vi- 
sors, but panels overlap to keep 
out water. Feature of this can- 
opy is that it seals itself against 
the siding when erected, needing 
no flashing or caulking. Write Au- 
burn Shank Company, Dept. AL, 
Auburn, N. Y. 


Tool Rack for Garden 
And Household Tools 


The New Gardeneer Tool Rack 
provides a practical, inexpensive 
storage place for garden and house- 
hold tools. It is also a perfect com- 
panion sales item for the Gardeneer 
Pick-Up Cart. The rack will hold 
six long handled tools in the front 
of the rack, and five short handled 
tools in the rear. All parts are 
formed of heavy gauge steel and 
are beaded for extra strength 
and attractiveness. Furnished with 


baked enamel finish: brackets— 
orange; rack sections—green. The 
Gardeneer Tool Rack comes indi- 
vidually packed in a bright green 
and orange carton complete and 
ready for installation, including 
wood screws and stove bolts. Only 
a screwdriver is needed to attach 
it to garage, basement, utility room 
or closet walls. For descriptive 
literature write Inland Steel Prod- 
ucts Company, Dept. AL, P. O. Box 
393, Milwaukee 1, Wis. 


"Stream-Flo" Pressure Brush 


Manufacturers of the Stream-Flo 
brush say it is the most advanced 
development so far made toward 
attaining maximum efficiency in a 
paint brush. By having the mate- 
rial present on the working edge 
of the brush in uniform volume at 
all times, the constant stopping and 
dipping into the paint pot is elim- 
inated. This ordinarily takes up 
about one-third of a_ painter's 
actual working hours. The new 
patented brush is fed through a 
hose connected to the handle which 
leads from any standard pressure 
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equippent or ordinary CO, cyl- 
inder. Paint flows through the 
hose line, through a channel in the 
brush handle, and out into the 
bristles of a special “insert” brush 
which is easily detachable for 
changing. The little “insert” or 
“feeder” brush then distributes the 
paint evenly through the bristles of 
the brush proper. Applications of 
the Stream-Flo brush are contained 
in a descriptive folder. Write Han- 
lon & Goodman Co., Dept. AL, 
Belleville 9, N. J. 


"YVanseal" Sink Frame Mounting 
In Stainless Steel 


The Vanseal sanitary sink frame 
mounting can be specified without 
any additional cost over the method 
now provided in most sink tops. It 
is self-sealing, easily installed... 
100% watertight. This new T-type 
mounting for fastening flat rim 
sinks to laminated plastic and lin- 
oleum-covered cabinet tops, is an 
important improvement to the tried 
and tested Hudee system. Under 
the Hudee Patent No. 2,440,741, 
Vance Industries, Inc. has_ been 
licensed to produce this new acces- 
sory for the cabinet top manufac- 
turing trade in all shapes and sizes. 
The company’s modern plant facili- 





ties and sales policy of selling di- 
rect to the large cabinet top manu- 
facturers, permit attractive price 
quotations. A folder on installation 
specifications is available. Write 
Vance Industries, Inc., Dept. 2, 816 
University Place, Evanston, IIl. 


Unit All-Glued 
Laminated Rafters 


Laminated rafters for every type 
of farm, commercial or industrial 
building, are fully illustrated in 
the manufacturer’s new catalog. 
Each “Unit” rafter is accurately 
pre-cut, drilled and trimmed to 
meet all requirements. According 
to tests conducted by Forest Prod- 
ucts Laboratories in Madison, Wis., 
these rafters are more than four 
times as strong as nailed rafters 
of the same size. Specially pre- 




























































































WedgeTight 


WOOD OVERHEAD SECTIONAL GARAGE DOOR 
EASIER fo INSTALL . . . OPERATE .. . SELL! 


18 Useful Stock Sizes 


Odd Sizes Quickly Made to Order 


Calder Doors wedge closed for Wall-Tight Fit! 
Roll up as easily as down. Easy, quiet, smooth 


running, beautifully made doors. 


Wedge Tight Doors for Wall-Tight Fit 
Write for profitable Dealer Franchise 











Residential 
Commercial 
High Lift 
Pass Doors 
Electric Operators 
{Radio Control) 
Special Designs 











THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 











used. 
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From HIGH in the 
Cascade Mountains 
Comes 


HI-HEMLOCK 
Top Quality 
Lumber 

Z\ Every stick of Willamette Hi-Hemlock is kiln-dried, 
Z\ It’s carefully manufactured, accurately graded and inspected. 


It won’t warp or twist... stays straight in bins—straight when 


i It works easily—is strong—yet light in weight. 


Z\ It’s available in dimension, flooring, ceiling, siding, finish, 
shop, ladder stock and other standard items. 


For your best buy in lumber—Specify 
Willamette HI-HEMLOCK 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, 


OREGON 
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action. 


attic 
height, only 5’7” of floor landing 
space. The Slide-A-Fold can be in- 
stalled in a small space—a large 


Requires only 36” interlocked unit. Only two naj 


are required. Time saved in ap. 
plication is said to more than cove; 
the cost. And there is no Chip. 
ping or marred finish. A way. 
developed method is employed for 
applying air-dried, rust-resistan 
oil which actually penetrates the 
steel pores and remains there g 
lifetime. Fifty double bridgings— 
enough for the average home— 
are packed in a carton. Bridging 
length, 43”. Write The Pioneer 
Company, Dept. AL, 1050-54 Cen. 
tury Bldg., Pittsburgh 22, Pa. 


closet or a small hallway. For il- 
lustrated folder write Craig Wood 
Products Company, Dept. AL, Bren- 
nan Road, Columbus, Ga. 





Pioneer Steel Bridging 
“Never Lets Go" 

The Pioneer Company describes 
its steel bridging as a _ building 
item with “new teeth in it.” Note 
illustration shows improved grip- 


sel. kiln dried and stress graded 


fasion is used, pre-surfaced and 
pre-glued for maximum efficiency. 
Continuous framing permits fast 
erection without use of skilled labor 
or special equipment. All types and 
sizes of “unit” constructed rafters 
are conveniently tabled in the new 
catalog. For copies, write Unit 
Structures, Inc., Dept. AL, Pesh- 
tigo, Wis. 


New Radio Frequency 
Lumber Moisture Tester 

The new radio frequency Mois- 
ture Register—Model RF4—tests 
on contact. There are no needles 
to drive, surfaces are not marred 
and rough and smooth surfaces can 
be tested with equal facility. This 


Practical Way to Reach 
Storage Space of Aftic 
The Slide-A-Fold disappearing 








attic stairway is completely assem- 
bled at the factory, and ready to 
be set into the ceiling opening by 
inserting a few bolts. It is made 
in two sections of clear, long leaf 
yellow pine. The lower section 
slides up and over the panel sec- 
tion when not in use. When the 
stairway is closed, it is held firmly 
in ceiling by powerful spring-lever 


ping teeth (patent pending) which 
will hold in wood like a screw; the 
single nail holds the bridge in place 
until the bulldog grip is driven 
home by the carpenter. “It never 
lets go,” according to the manu- 
facturer. Each bridge, ribbed for 
added strength, ties together three 
joists with the grip of steel, thus 
binding the entire floor into one 

























Sustained Yield 
PONDEROSA PINE 
CALIFORNIA SUGAR PINE 
SP iema Fee Wiodenk WESTERN WHITE SPRUCE 


Quality Lumber 
for 62 Years 












Cut Stock — Mouldings Industrial Box Shook 










PONDEROSA PINE 


High Altitude, Soft Textured Growth 


TRADE MARK 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


REGISTERED 




















——— 
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new unit tests to a depth of 2 in. 
or more. According to the manu- 
facturer, this new moisture test- 
ing instrument is the only lumber 
and wood products testing instru- 
ment with a guaranteed accuracy 
from 0 to 25%. Accuracy is main- 
tained by the use of automatic reg- 
ulation of battery voltage which 
gives constant voltage for the life 
of the batteries. The oscillator 
unit employs the new shockproof, 
proximity fuse type tube for more 
compactness, greater accuracy and 
increased stability. The manufac- 
turer reports this new instrument 
is simple to use and accurate read- 
ings can be made in three seconds. 
A 10 day free trial is offered on 
this new instrument. Write The 
Moisture Register Company, Dept. 
AL, 133 North Garfield Ave., Al- 
hambra, Calif. 


Copper, Steel Staples 


Markwell Manufacturing Com- 
pany is again resuming production 
on an improved Copper and Tinned 
Copper Rust Proof Staple for the 
manufacture of screens, and a high 
Carbon Steel Staple which may be 
used for installing aluminum and 
copper weatherstripping on win- 
dows. For further information and 





catalog write Markwell Manufac- 
turing Company, Dept. AL, 200 
Hudson St., New York 13, N. Y. 


New Weather-Proof Louvers 


Improved construction methods 
are claimed by The Swartwout 
Company for a new system of in- 
dustrial and commercial building 
louvers ready to be marketed under 
the name Airlowver. Heavy duty 





frame and 
‘weather-proof in both open and 
closed positions, are fabricated un- 
der a flexible set-up permitting al- 
most unlimited selection of sizes. 
With 7434”x48” as maximum di- 
mensions for a single unit, sizes as 


overlapping _ blades, 


small as 11%” high and 12” wide 
can be obtained. By varying the 
number of blades used, and cut- 
ting the frames to suit width re- 
quirements, any size wall opening 
can be fitted with a pleasing pat- 
tern of equal-size units. Galvanized 
steel is standard material used, but 
fabrication can be of copper, alu- 
minum, monel or A. P. M. For 
descriptive bulletin write The 
Swartwout Co., Dept. AL, Cleve- 
land, Ohio. 


Waterlox Transparent 

Waterlox Transparent, with its 
tung oil base, is processed as a 
seal and finish for all natural wood 
surfaces. Its properties, which in- 
clude a resistance to moisture, 
acids, fumes, salt water and air, 


and alkali, expand its use to wood, 
masonry or cement, where sealing 








THE ECONOMICAL 





SUPERIOR LUMBER 





ANSWER TO BUILDERS’ 


WINDOW PROBLEMS 






Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 


or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 


TUDO) sameratanns caneatin 
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EVERY BOARD GETS A BATH IN 
THE ANTI-STAIN SOLUTION ... 











It's just a matter of minutes from gang saw to trim- 
mer to anti-stain bath for boards at Dargan's mod- 
ern Conway plant. Fungi are killed, stain is eliminated, 
and the brighter, better product of painstaking 
procedure at every step becomes "Superior Dargan 
Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 















Trade Mark Registered 


Write Box 406-C for list- 
ings, prices, and free de- 
scriptive literature. 


Every board gets an anti-stain 
bath, whether to be kiln-dried 
or air-dried. 





DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 


Planing Mill CONWAY, S. C. 





Gang Mill + Dry Kilns - 
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against water or moisture is re- 
quired. The product has found 
wide acceptance as a floor finish. Its 
penetration forms a_ seal upon 
which the finish desired — high 
gloss, medium gloss, or oil-like fin- 
ish—can be developed. The same 
results are accomplished on bars, 
desks and other furniture, all of 
which then are impervious to mois- 
ture. Waterlox Transparent is 
used for moisture control on log 
cabins and other rude surfaces and 
when mixed with paint or enamels, 
the moisture control qualities are 
imparted to the pigmented coat- 
ing. Write Waterlox Division of 
the Empire Varnish Co., Dept. AL, 
2636 E. 76th St., Cleveland 4, Ohio. 





Grant's Sliding Door Hanger 


This is one of several sizes of 
hangers made by Grant exclusively 
for sliding doors. It is engineered 
for heavy duty operation of top- 
hung sliding doors up to 175 Ibs. 
in weight. The hanger is adaptable 
to both new construction and mod- 
ernization of homes, apartments, 
schools, libraries, stores, offices—in 
fact, wherever plans call for in- 
terior doors. Ball bearings assure 
quiet and smooth operation; rollers 
under bottom flange of I-beam track 
prevent any up-thrust; door is cen- 
ter hung. Each unit package of 





Grant No. 12 contains all parts 
needed to hang each door. For cata- 
log of Grant’s household and 
builders hardware write Grant Pul- 
ley & Hardware Company, Dept. 
AL, Broadway at 57th St., Wood- 
side, N. Y. 


Selling Made Easy with 
Twistite Dealer Aids 

Working on the principle that 
complete information about a prod- 
uct is a vital sales tool, Gibson- 
Homans Co. is offering the dealer 
a choice of three promotional cam- 
paigns. All three are illustrated 





"It never lets go”’ 


more complete job for less cost? 


force the entire structure. 





The patented Bulldog grip ==—> 


+ " “ bo ; . 
Stee! Bridging °° © SAVES MONEY 


at $2.50 an hour, ask your builders 
what it costs to drive an 8d. nail 


You wouldn’t use wood dowels instead of 
nails—Why use high labor-cost wood bridg- 
ing when Pioneer Steel Bridging will do a 


Buy Bulldog grip steel bridging and rein- 


THE PIONEER compPaANy 





in “A Pouch Full of Helpers”, g 
new jobber’s kit prepared for the 
Handicalk Twistite all-metal guy 
and cartridge. From material jp 
the pouch, the dealer can see ey. 
actly what he will get in the way 
of merchandising help. Then he 
can decide on the promotion he 
wishes to carry: A—shoot the 
works—complete window, counter 
and shelf displays plus newspaper 
ads and radio spots; B—go more 
than half way—complete window, 


counter and shelf displays plus 
newspaper ads; C—go less than 
half way—same as “B” minus 
newspaper ads. The — window 
streamers, numerous advertising 
helps, and_ point-of-sale display 


pieces are included with a mini- 
mum order. Write Gibson-Homans 
Company, Dept. AL, 2366 Woodhill 
Road, Cleveland 6, Ohio. 


Home Shop Tools in New 
Counter and Floor Displays 

Two new displays for “Skil” 
Home Shop Tools are announced by 
the Home Shop Division, Skilsavw, 
Inc. The simple aluminum and 
presdwood counter display offers an 
eye-level view of basic tools in the 
line. The larger, illuminaetd floor 
display, of lacquered knotty pine, 
provides space for the tools and 
many accessories. A feature of this 
display is a demonstration bench 
on which tools may be shown in 
action. Both are offered with com- 
plete tool assortments. Sale of the 
tools pays for the displays and 


allows the dealer a worthwhile 
profit. Write Skilsaw, Inc., Dept. 


AL, 5033 Elston, Chicago 30, Il. 
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SAVES TIME 
| SAVES LABOR 


50 double bridges to carton 
—weight 32 lbs. 


NEW LOW PRICE 


write for literature 


1050-54 Century Bldg. 
Pittsburgh 22, Pa. 





— ‘ al 


BUILD TT YouRSc¢ AND SAVE! 
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fexaco Offering New 
interlocking Shingles 
Tex-Lok shingles are the new, 
double-coverage, heavy-duty inter- 
locking asphalt shingles now being 
produced at The Texas Company’s 
plants at Lockport, Ill. and Port 
Neches, Tex. They are available in 
the areas served from these roofing 





plants. The design is time-tested 
and scientifically built especially to 
provide extra protection in exposed, 
high-wind areas. Every Tex-Lok 
shingle is locked fast to each adja- 
cent shingle, interlocked and firmly 
anchored with concealed nailing at 
four points. A distinctive basket- 
weave pattern and pleasing shadow 
lines plus a fine selection of rich 
color blends give Tex-Lok a strong 
selling appeal. Write The Texas 
Company, Dept. AL, 135 E. 42nd 
St. New York, N. Y. 


Celotex Announces 
New Products 

One of several new items in the 
Celotex line is an interior finish 
wainscot board. Made from cane 
fibre, this board has a specially 
toughened and _ hardened finish. 
seveled on all four edges, Celotex 
Wainscot comes in a pleasing brown 
colored, deeply - textured surface 
which can be easily painted if de- 
sired. Board size is 48” x 64” which 
makes possible beveled dados_ of 
either 32”, 48” or 64” heights with- 
out waste of material. The Celotex 
E Joint for concealed nailing or 
stapling on Interior Finish Tile 
Board has been further improved 
to provide a longer, tapered tongue 
permitting more secure fastening 
and interlocking of panels. A 
steeper bevel provides a narrower 
joint line. A smoother, whiter fin- 
ish has been developed for Build- 
ing Board, Beveled Interior Board 
and Utility Board which results in 
an interesting tapestry-like texture 
Visible beneath a smooth surface, 
adding greatly to the appeal of 
these products as interior finish 


boards. Another new product is 
Celotex ShadowGrain Insulating 
Siding. ShadowGrain comes in 


9” x 48” panels simulating “Clap- 
board” or “Beveled” siding. A new, 
Improved shake texture provides 
for beiter concealment of nails. All 
Celot-x 25/32” Insulating Sheath- 
ing has been improved by a new 
Ply-b.nding method of manufacture 








But: 


which gives the board added rigid- 
ity and strength. Celotex is also 
offering a wide variety of colors, 
textures and styles in its line of 
asphalt roofing shingles. Write The 
Celotex Corporation, Dept. AL, 120 
S. La Salle St., Chicago 3, II. 


"TV" Cook Nook Provides 
For Outdoor Television 

This Cook-Nook has special pro- 
visions for adding a portable or 
table-model television set. 

An electrical outlet built into 
the Cook-Nook or an_ extension 
wire from the house can supply 
the necessary current. 3ottom 
grates can be raised for charcoal 
or lowered for wood fuel. Smoke 
hood for southern-style barbecuing, 
and an adjustable spit are easily 
put on or taken off. If required, 
an outside “TV” aerial can replace 
the weather vane. This TV Cook- 
Nook is a special feature in the 
revised edition of “How To Enjoy 
An Outdoor Cook-Nook.” Now in 
its fourth reprinting, the book is 
available at 25c. Write The Ma- 
jestic Company, Dept. AL, Hunt- 
ington, Ind. 


Display Features Section 
Of Iron Railing 

The Bellkool Company has de- 
veloped an attractive display for 
merchandising its architectural 
iron railings. Showing a 30” sec- 
tion of an actual railing, the pros- 
pect can examine it, lift it, note 
the sturdy construction, and can 
visualize how it will look on the 
house. The display railing has a 
special base to make it stand on 
the dealer’s floor or in window 
without fastening. The upright 
which holds the center ornament 
is easily removable, and_inter- 
changeable with three other de- 
signs of ornaments included in the 
display, so that the customer can 
make a satisfactory choice. Since 
Bellkool railings are custom-built 
to fit each particular job, the dealer 
carries no stock, makes no invest- 
ment, but takes orders for the type 
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a profitable, 
growing market that 
you can easily tap 


A small stock of 
- DeMuth hardware 
=sets you up in 
: -business 


RING farmers to your yard for the 
few simple things it takes to keep 
silos in good repair. The extra capac- 
ity loads of recent years have meant 
extra strain — needed reinforcement 
or replacement of old members. 

DeMuth — for 25 years specialists 
in silo hardware — makes, of galvan- 
ized-coated steel, the rods, lugs and 
splines required. Many alert dealers 
have found this business easy and 
profitable. Plan now to pick up your 
share. Write today for the interest- 
ing facts. 


DeMUTH STEEL PRODUCTS C0. 


20 N. Wacker Drive — Chicago 
FACTORY — ZUMBROTA, MINNESOTA 


Warehouse stocks maintained 
at Chicago and Pittsburgh. 
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and size of railing needed for 
each job. Shipments from the fac- 
tory are made in three weeks from 
the date orders are received. The 
Bellkool Company also manufac- 
tures porch and canopy supports 
with center ornaments to match 
the railing chosen by the custo- 
mer. Write The Bellkool Company, 
Dept. AL, Appleton, Wis. 


Bilco Announces Cooperative 
Newspaper-Advertising 
Campaign 

During the 90-day period begin- 
ning April 1 and ending June 30, 
Bilco will launch its biggest co- 


DON'T BE A FALL GUY! 








Install a Modern Copper-Steel 


cy SS Bileo 


=. CELLADOOR 








' 
| 
| 
| 
| 
uN | 
Replace that old-fashioned free super safe burglar 
rickety wooden basement proof | 
door with a life-time Cella- ond maintain } 
door It's fire-proof, trouble | 


YOUR NAME 








operative-newspaper campaign 
timed to fit in with increased 
national consumer and builder ad- 
vertising which is scheduled dur- 
ing the same period. Nine Bilco 
Celladoor newspaper mats, in a 
variety of sizes, are geared to bring 
Celladoor customers directly to the 
yard. Shown here is a reproduc- 
tion of one of the mats. A sheet 
illustrating the complete selection 
of nine advertisements, will be sent 
on request to any building ma- 
terials dealer. Write The Bilco 
Company, Dept. AL, 182 Hallock 
Ave., New Haven 6, Conn. 


"Snap-in Bridge" Made 
Of 20 Gauge Steel 

The Snap-in Bridge is ready for 
immediate installation. Made of 
20 gauge steel and treated with 
a rust-proofing material, it is re- 
ported to save both time and la- 
bor. The Snap-in Bridge consists of 
two channels; one telescopes into 
the other and locks into holes lo- 
cated for either 16”, 12” or 8” cen- 
ter joists. When first joined, the 
two units form an angle. The points 
at one end of the Snap-in Bridge 
should engage joist about one-half 





SS q So A es ig i 
inch below sub-floor while points on 
the other end engage adjacent joist 
near the bottom. Pressure is then 
applied upward at point of fulerum 
until Snap-in Bridge snaps _ into 
place in a straight line. Straight- 
ening out the two units forces 
the end points into the joists, 
thereby locking it firmly into place. 
Write Welco Company, Dept. AL, 
952 Addison St., Chicago, III. 


New Automatic 
Disappearing Window Screens 
The Screen-O-Matic window 
screens come in housing mounted 
on outside of lower window sash. 
‘Raise the sash and the screen 
unrolls to screen the opening. 
Lower the sash and the screen dis- 
appears. Screen-O-Matic are avail- 
ale in housings sufficient to accom- 
modate screening up to 46 in. wide. 
Once installed, the manufacturer 
says, they never need to be re- 
moved because they are self-stor- 
ing and won’t interfere with regu- 
lar storm windows. The screen- 











CUT A-WAY DRAWING 
> orf 
CECH O MGC 
WINDOW SCREEN 
INSTALLATION 















MOUNTING 
BRACKET 



















ing used in Screen-O-Matic is Lo- 
mite—a_ plastic screening. The 
housing, track, and _ sill-strip are 
all made of aluminum. For con- 
plete information, write Lockhart 
Manufacturing Corporation, Dept. 
AL, 6350 E. Davison Ave., Detroit, 
12, Mich. 


New Bar Push Button Featured 
In Trine Display Merchandiser 

A new and novel push _ button 
with a bar intsead of a_ button, 
makes available to customers the 






















at Low Cost 


Makes Pickets 


Points 200 to 250 15%4"' to 35"" width pickets per hour 
with planer-smooth finish. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


Net price $47.50 f.o.b. Wilmette, Illinois. 
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SCHUBERT 
Picket Cutter 

















No sanding required. 


year after year use. 24"' high. Hand operated. 30" 
long handle provides easy leverage. Anyone can 
Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 


operate. 


(Where state sales tax applies, add tax.) 









H.A. SCHUBERT CO. Machinists 


1210 Washington Ave. 
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fd Now! 


Take Advantage of Our Present 


LOW PRICES 


Warehouse or Carload Shipments 


We Can Give You Prompt Shipments of High Quality Birch 
Plywood — Birch Veneer — Birch Lumber — Birch Doors 


BIRCH PLYWOOD 


Stock Panels Door Panels 


Grades: A-|l, A-3, 1-3, 1-2, 2-2, Grades available: |-2-3 
2-3 3-3 " " 

+> FA om 1/8" to 3/16" 3 ply panels 
All Thicknesses: 1/8" to 3/4 available for all standard doors 


Complete Stock Sizes or Your 
Sizes Upon Request 


Phenolic, Urea, Melomine, and 10 Cycle Glue. All hot press glues, 
on Door Panels and Stock Panels. All birch plywood meets standard 
CS 35-47 Bureau of Standards specifications. 


Birch Lumber 


All Standard Grades and Thick- 
nesses 
Kiln dried and air dried 


Each car carries NHLA Certifi- 
cate of Inspection and Tally 


Birch Veneer 


Rotary and Sliced Cut 
Standard Thicknesses 


Faces, Backs, Cross Banding & 
No. | Sheet Stock 


Specify your Requirements 


ACT NOW -- WIRE -- PHONE -- WRITE TODAY 
FOR NEW LOW PRICES 


W. R. BRAUND COMPANY 


Suite 214, Dept. CD, Wabeek Bldg., Birmingham, Michigan 
Telephone 5022 TWX Birmingham 500 
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NORTHERN 
WHITE PINE 


NORWAY . 


LAKE LUMBER CO. Ltd. 


Sales Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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SEATTLE 


MAUK 


TOLEDO 








WHOLESALE 
LUMBER 
SERVICE 
WILL 


Save You Money 





Save You Trouble 


Thousands of retailers every- 
where have learned that order- 
ing from MAUK actually saves 
them time, money and trouble. 
Mauk’s 3 generations of experi- 
ence, know-how and insistence 
upon quality lumber from repu- 
table mill sources are the reason. 
No matter what your lumber 
needs—yard and shed items, ply- 
wood, doors, shingles, timbers, 
plank—MAUE can supply you to 
your utmost satisfaction. 





Southern Hardwoods 
Yellow Pine 
Oak Flooring 
Douglas Fir 
Hemlock 
Cedar 

Spruce and 
Ponderosa Pine 





Mauk Seattle Lumber Co. 


Seattle 1, Wash. 


The €C.8. Mauk Lumber Co. 


Toledo, Ohio 















1927 «= BRAND -- /950 
OAK FLOORING 









Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 













Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 












THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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convenience of being able to push 
the bar with their elbows when 
their hands are not free. The new 
bar button is included in the per- 
manent Trine display which fea- 
tures 10 best-selling Electric Push 
buttons plus an introductory work- 
ing stock of 15 assorted push but- 
tons. Completely assembled, the 
permanent display is provided with 
eyelets for hanging, and an easel 
for counter or window promotion 
of the Keil quality push buttons 
and new bar push buttons. The dis- 
play sets up in 12” of space. Write 
Trine Manufacturing Corporation, 
Dept. AL, 1430 Ferris Place, New 
York 61, N. Y. 


Cleveland Ribbed Steel 
Cross-Bridging 


Cleveland Ribbed-Steel Cross- 


Bridging is reported to save up 


to 50% of labor time and cost nor- 
mally required to install wooden 
bridging. Made of 1/16” steel 
ribbed for maximum strength, the 
bridging is fire-proof, with rust 
resistant finish; fits any usual beam 
construction. It is supplied straight 
and the flat ends are easily bent 
in the nailing operation to con- 
form to the beam arrangement— 
even when beams are slightly off- 
center. The flattened ends permit 
the sub-floor to be installed di- 
rectly over the bridging. Since 
Cleveland Cross-Bridging gives a 
maximum open-space area between 
joists, pipe installations are made 
quicker, easier. The ribbed de- 
sign, placed with peak section up, 
tends to shed dust that will collect 
on flat surfaces. Cleveland Cross- 
Bridging comes in 20” and 17” 
lengths fitting any normal beam 
construction. Write The Cleveland 
Steel Specialty Co., Inc., Dept. AL, 
3775 E. 91st St., Cleveland, Ohio. 


Macklanburg-Duncan 
1950 Catalog Available 


Among the new items being in- 
troduced for the first time and fea- 
tured in the new M-D catalog, are 
two attractive Fits-All screen-door 
grilles, handy Nu-WAY adjustable 
shelf supports, and Twin Cushion 
weatherstrip. Also-shown are the 
improvements on “old favorites”, 
such as the Noiseless Sliding Door 
Equipment and Nu-GARD Auto- 





SOUTHERN 
PINE and 
HARDWOODS 


MIXED CARS 
A SPECIALTY 


INAS COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 
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tomer, Me Dey On GARD Cot 


* raLKins CowPaeky © 
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matic Door Bottoms. For copies of 
the M-D catalog write Macklan- 
burg-Duncan Company, Dept. AL, 
Oklahoma City 1, Okla. 


Screening Display Rack 
Now Available 


A handy display rack that stores, 
displays, dispenses and sells Fire 
stone Velon Screening is now avail- 
able to all dealers of Velon Screen- 
ing. This display rack holds six 
rolls of Velon plastic screening. It 
is 5534” high; 4514” wide, 14" 
deep. It weighs approximately 45 
lbs., making it easy to move 
about in the dealer’s_ display 
room. Firestone Velon Screen- 
ing is all plastic. It is avail 


(a 
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“WONT gusy 
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able in forest green, bronze, brown 
and aluminum gray colors, in 18-14 
mesh and in widths from 20 to 40’. 
For complete information on the 
screening display rack and Velon 
screening, write Plastic Woven 
Products, Inc., Dept. AL, 51 Cam 
den St., Paterson, N. J. 
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’ CONNOR 


“LAYTITE” 


i Maple and Birch Flooring 


in Cartons 
ne {or reqular lengths in bundles) 


XX Something new in 
YY modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 


CONNOR 


LUMBER and LAND COMPANY 


PROTECTO COMBINATION 
Zee Sash Balance 
and 
Weatherstrip 


The modern sash 
balance for today's . 
building and modern- 
izing. Low cost— 
easily installed. 











Marshfield, Wisconsin 


PRRAAARAARAAAKAKAARARRKYS v4 On 
Weare. P. O. BOX 112-M. MARSHFIELD, WIS. XX? 
; Waranen PHONE NO. 3—TELETYPE NO. 26 oe pannel Og 
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DAVIS BROS. Lumber 
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\7SOUTHERN P PINE » SOUTHERN HARDWOODS ] 





This fine quality lumber has satisfied buyers for over 
60 years. Davis Bros. are operating in an exceptionally 
choice stand of timber. 

We can ship a mixed car with your choice of any of 
these items — 


SOUTHERN PINE 


® Dimension @ Drop & Bevel Siding 
® Interior trim and mouldings ®@ Shiplap & CM 


SOUTHERN HARDWOODS 


® Elm @ Red and Sap Gum 
@ Ash @ Red and White Oak 
® Beech 


Try us on your next car or truckload order 
Lumber Grade-Marked If Requested 


Serving Quality buyers for More Than 60 ears 
ANSLEY » LOUISIANA 





: wD Brothers Lunrber Co 
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Protecto Sash Balance shown installed in 
jamb complete with housing, Sash Springs 
and Spring cover. 


PROTECTO WEATHERSTRIP CAN BE USED 
SEPARATELY WITH OTHER BALANCES 


NOW-—in one unit—the Protecto Sash Balance offers the advantages of 
an ideal sash balance and weatherstrip assembly. Sturdy streamlined 
construction of Stainless Steel, Aluminum or Bronze. All material and 
construction are superior quality. Easy installation. Recommend Protecto 
Combination Sash Balance and Weatherstrip to your customers—and 
you'll sell them every time. 


WRITE TODAY FOR CATALOG AND SAMPLES 


PROTEX WEATHERSTRIP MANUFACTURING CO. 


4508 S. Western Ave. Chicago, Ill. 





- installation 

* operation 

*-maintenance 
on the purse 
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The CAPITOL Taper Seal GARAGE DOOR 








is a Profitable Door for you to recommend and install. 
Customers like these self-selling, Taper Seal features: 
beauty — feather-touch operation — balanced action 
— complete weather protection — long, trouble-free 
life — reasonable cost. For you — faster sales — 
greater profits. Sizes: 8’0” x 6’6”; 8’0” x 7’0”; 8'0” 
x 76": 30” x SO"s SO” x :7'O"; SO" x BO": 100" x 
7O"s 100" x SO"; 100" x SO"; 10" x 100". 








How! THE NEW 


CAPITOL STREAMLINE 


FLUSH-PANEL an : 
For Faster Sales ee 


Gor Greater Profits heme tin 


— stronger, longer lasting — combines beauty and 

economy. Panels are electrically bonded (not nailed) 

to each side of the frame — insures rigidity — pre- 

vents warping and distortion. Sizes: 8’0” x 7’0”; 

8’0” x 76”; 8'0” x 80”; 9’0” x 70”. Thickness — 134”, 
See your lumber dealer or write us for prices. 


CAPITOL PRODUCTS 


118 SOUTH THIRD STREET e@ SPRINGFIELD, ILLINOIS 
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VYlames in the News 


SWP House Paint Is ''Weatherated" 


Climaxing 20 years and well over a 
million dollars of intensive research, 
a new “Weatherated” house paint 
testing process is now being applied 
to all Sherwin-Williams house paint, 
according to an announcement by 
Maurice Van Loo, director of Paint 
Research Laboratories. 

The new name is descriptive of a 
continuous laboratory testing proce- 
dure which dictates and controls the 
ability of house paint to fight off de- 
terioration, decay and need for early 
repainting. 

SWP house paint is the result of 
experiments and testing on Sherwin- 
Williams exposure farms in various 


“7 ©. 
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TYPICAL Exposure Farm outside Chicago, 


sections of the country where more 
than 23,000 test panels have been set 
up to expose different kinds of paint 
on different surfaces in all kinds of 
weather. 

“This is the finest house paint by 
far we have ever offered,” Mr. Van 
Loo said, “because it is a direct re- 
sult of the most extensive field test- 
ing ever given any of our paint prod- 
ucts.” 

Sherwin-Williams factories in Chi- 
cago, Dallas, Cleveland, Los Angeles, 
Newark and San Francisco are in full 
production now in order to meet de- 
mand for the product during the com- 
ing year. 


Ill, one of several located in various 


“weather” areas of the country at which Sherwin-Williams SWP House Paint is 


“W eatherated.” 





Abesto Exhibit Attracts Throngs of Dealers 


The famous Abesto “Girl In The 
Fishbowl” Exhibit was tried this year 
at the Indiana Lumber and Builders’ 
Supply Convention for the first time 
since the war. This novel optical illu- 
sion, which proved so successful in 
past- years, attracted praise and at- 
tention at the 1950 Indiana conven- 
tion. 

A large aquarium filled with trop- 
ical fish was discovered by the visit- 
ing lumbermen to contain the usual 
fishbowl accessories —along with a 


live mermaid approximately 2 inches 
high. Many questions were asked as 
to how it was done and for informa- 
tion regarding the secret of this il- 
lusion. 

The Abesto Manufacturing Corp., 
Michigan City, Ind., this year built 
the theme of its exhibit around “The 
Winning Combination” the fact that 
“Abesto Liquid” combined with 
“smooth surface roll roofing” pro- 
duces a better built-up roof at lower 


“The Girl in the Fishbowl”—the Abesto Exhibit at the Indiana Lumber and Builders’ 
Supply Convention, attracted a line-up of dealers. 
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George E. Miller Lumber 
Opens Two Eastern Offices 


Wider distribution of Wes! Coas 
lumber is now offered by the George 
E. Miller Lumber Company, whole. 
salers and manufacturers of Cascadia 
Quality lumber. George R. Wicker, 
sales manager, said the lumber firm 
has opened offices in Philadelphia, Pa, 
and Jersey City, N. J. 

J. F. Murphy heads the Philadel. 
phia office to serve the eastern Penn. 
sylvania area. Will J. Hanley is jp 
charge of the Jersey City office. This 
office will be maintained primarily to 
service the metropolitan New York 
area but will include all of New York. 
Connecticut and New Jersey. 

With headquarters in the Equitable 
Building, Portland, Ore., the com. 
pany’s branch offices were opened as 
customer service features to better 
handle orders by rail and water to 
the east coast. The George E. Miller 
Lumber Company distributes West 
Coast lumber products throughout the 
entire country manufactured by its 
own lumber mill, as well as servicing 
the wholesalers for other Northwest 
products. 


Cruver and O'Neil Form New 
Door, Plywood Sales Company 


Norman O. Cruver, former presi- 
dent and general manager of The 
Wheeler Osgood Company, and R. H. 
“Harry” O’Neil, former sales man- 
ager of the same company, announced 
the formation of the Cruver-O’Neil 
Sales Company with headquarters in 
Tacoma, Wash. Oliver Soares, who 
formerly headed his own sales outlet, 
has joined the organization as sales 
representative. 

Believing that the trade is always 
interested in additional sources of 
supply for quality lumber products, 
Cruver-O’Neil has completed arrange- 
ments to represent several door manu- 
facturers. The company reports it is 
now in a position to offer “Trufit” 
Douglas Fir entrance doors, fir flush 
doors, hardwood flush doors and stock 
fir doors. Fir and hardwood plywood 
will be added, as well as several other 
items. Plans are to make the new 
sales outlet truly representative of 
West Coast lumber products. 


Media Machine Works Is 
Manufacturing the Wilson Saw 


Media Machine Works, Inc., Media, 
Pa., is now manufacturing the Wilson 
Radial Arm High Speed Cutting Ma- 
chine, formerly manufactured by 
Franklin Machine Company of Provi- 
dence, R. I. Production on 2 HP, 3 
HP, 5 HP, and 7% HP Models has 
already begun, with deliveries sched- 
uled from 10 days to two weeks. 

The Media Machine Works, Inc. 
founded July, 1922, by Herbert G. Kel- 
sall, Sr., enjoys the reputation of hav- 
ing one of the best equipped machine 
shops in the Metropolitan Philadel- 
phia Area. Since the company’s i!- 
ception it has specialized in com- 
plete machines and assemblies requl!- 
ing a great amount of skill. Founder- 
president-and-general manager Her- 
bert G. Kelsall, Sr., in his more that 
53 years experience in the machine 
shop, has covered a comprehensive 
field in engineering, production, an 
management. 

The Wilson Saw, a universal ma 
chine that will cut-off, rip, bevel, mitre, 
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Let Ferguson demonstrate how well we can meet your needs in 


Southern Pine @ Southern Hardwoods 


West Coast Woods 


Write, wire or phone 
Now in our 57th year 


W. T. FERGUSON 
LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 








No. 
4L 








WAY AHEAD OF ANYTHING 


IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
nly with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
lighest quality work. Big enough to meet all the 
equirements of retail! lumber companies and many 
vood-working establishments. Capacities: 24” x 8” to 
0” x 8’. Priced way below the larger planers. Every 
ser is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 
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PERFORATED 
DRAIN TILE 






BOSCO 
SOLVE 


ALL DRAINAGE 
PROBLEMS 
FASTER, EASIER, 
BETTER 


4 Rows 
Perforations 








12” lengths 
4” and 6” diameter 


» _24” lengths 
4” and 6” diameter 










Bosco has added scientific per- 
foration to drain tile to speed 
up the drain rate—a powerfu! 
selling advantage new 
profits for you. 

Bosca also makes 3" to 12" 
diameter Plain, Vitrified, Shale 
Drain Tile. Other products in- 
clude Alino Self-Centering Sewer 
Pipe, Vitrified Clay Sewer Pipe, 
Septic Tanks, Wall Coping, 
Stove Pipe. 


Straight or mixed cars. 
for circular. Dept. A.L. 


SUPERIOR FOR 


@ Foundation drainage 

@ Septic tank drains 

@ ‘Wet Spots" in 
farm drainage 

@ Athletic Fields 

@ Golf Courses 

@ City Parks 

@ Tennis Courts 


@ Running Tracks Write 











Factories at Bowerston and Hanover, Ohio 


BOWERSTON 


SHALE COMPANY ([i) BOWERSTON, OHIO 


SPECIALISTS 
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with genuine 
NORTHERN 


HARD MAPLE 


wis? BR RE Fitea 
ed gate 
SEAN > Nom SpEHtTRON) + RESLAY 






WRITE to your nearest MFMA pro- 
ducer for this colorful, new, maple-base 
Counter Display Card ! 













MAPLE FLOORING MANUFACTURERS ASSOCIATION 
386-D—46 Washington Boulevard 
OSHKOSH, WISCONSIN 




















rabbet, make single and double tenons 
as well as use dado heads and rafter 
notchers, is used in all types of lum- 
ber and wood shops. It is also used by 
contractors and construction projects. 
Spare parts for existing machines are 
being supplied either through the lo- 
cal dealers or direct from the factory. 

Media Machine Works, Ine. is ar- 
ranging a dealership set up similar 
to that of the former manufacturer. 
Write for futher information on deal- 
erships. 


Formation of Henry J. Eckstein 


Lumber Corp. Announced 

Formation of the Henry J. Eckstein 
Lumber Corporation was recently an- 
nounced by Henry J. Eckstein, presi- 
dent of the firm. The newly formed 
organization has established offices at 
1790 Broadway 19, N. Y., and will con- 
duct a general wholesale business de- 
voted particularly to sales of West 
Coast softwoods and Southern pine by 
both rail and water to retail yards 
and railroads in the Atlantic Coast 
area. Arrangements have been com- 
pleted with leading manufacturers for 
supply. 

Mr. Eckstein was president of 
Cooney, Eckstein & Co., Inc., whole- 
sale lumber firm, from 1906 to 1935 
when he organized Foresta Factors, 
which has been discontinued. In an 
executive capacity he has served the 
National American Wholesale Lum- 
ber Association, Intercoastal Lumber 
Shippers Association, Lumber Code 
Authority, the New York Lumber 
Trade Association, and the National 
Defense Office of Price Administra- 
tion. 





Thuresson Heads Up New 
Door and Plywood Concern 
Earl G. Thures- 
son, president of 
the recently or- 
ganized Associat- 
ed Door and Ply- 
wood Co., 2141 § 
Throop St., Chi- 
cago 8&8, Ill., an- 
nounces that his 
company has pur- 
chased the Chi- 
cago property of 
Pacific Mutual 
Door Co., a Ta- 
coma, Washing- 
ton corporation. There will be no 
changes in personnel, policies, quality 
or service, says Mr. Thuresson, al- 
though he and his associates plan to 
devote every energy constantly to im- 
proving all phases of eperation. 
Before heading up Associated Door 
and Plywood Co., Mr. Thuresson had 
been connected with the Pacific Mu- 
tual Door Co. both in Kansas City 
and Chicago since 1920, except for 
the year June 1933—June 1934 when 
he was employed by the Rust Sash & 
Door Co., Kansas City, Mo. He began 
his millwork experience with the 
Curtis Companies, Clinton, Iowa in 
1918. He served with distinction as 
president of the Woodwork Jobbers 
Service Bureau from 1945 until 1949. 
J. J. Jacobs, vice-president of the 
new firm, has been with Pacific Mu- 


Earl G. 


Thuresson 








tual Door Co. since 1918. Associates 
Door and Plywood Co. will have giy 
sales representatives servicing the 
Chicago metropolitan area and a 209. 
mile radius in Illinois, Indiana, Miehj. 
gan and Wisconsin. 

The company is using the lates 
type material handling equipment de. 
signed to expedite delivery service 
and reports ample trackage and ware. 
house storage facilities to meet lj 
requirements. Among the principal 
products the company distributes are 
Douglas Fir plywood, windows, flush 
and panel doors, frames, garage doors. 
moldings and cabinet work. Included 
in the line are Andersen windows. 
Roach & Musser garage doors and 
millwork and Paine’s “Rezo” flush 
doors. 


United States Mineral Wool 
Opens Plant in Minneapolis 


United States Mineral Wool Com- 
pany has announced that additional 
manufacturing facilities have been ae- 
quired at Minneapolis, Minn. Produets 
to be manufactured include mineral 
wool batts, blankets, granulated wool 
and industrial insulation. The plant 
will provide improved service to those 
customers located in the Minnesota, 
North Dakota, South Dakota and 
Northern Wisconsin area. 

A. M. Norton, general sales man- 
ager, has appointed David R. Davis 
as divisional sales manager. Mr. Da- 
vis has been associated with the 
building materials business in this ter- 
ritory for many years. 

















BRANCH WAREHOUSES: 


AETNA PLYWOOD & VENEER COMPANY 


1732 N. ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone: ARmitage 6-7100 — Teletype: CG305 


















SALES OFFICES: Detroit, Mi polis, 





Grand Rapids, Rockford. 
Ri d, M 








Indianapolis. 
ilwaukee, Indianapolis, Marion, West Lafayette. 


Sel€ Multiple-Use PLYFORM for more profits 


Stock up NOW for Spring-Summer Building 


New Plyform, the improved concrete form panel, gives 
smoother, fin-free surfaces and increased multiple uses. 
ings eres sizes—4’ x 8'—available in 12”, 58”, 
= 4’—Interior and Exterior— 
all panels oil-treated, edge- 
sealed . 
ment. 


Write for FREE folder “New / . 
Plyform” 
and extensive test details. 


. - immediate ship- 


showing pictures 




















Offering 


@ Parana Pine 
@ Jacaranda 
@ Peroba, etc. 





Brazilian Lumber 


Pan American Trade Development Corp. 
40 Wall Street, New York, N. Y. 
Phone: BOwling Green 9-0290 












Excellent Book for Lumbermen 


BUYER AND SELLER. 
19th edition. Lumber tables showing 14,000 
different sizes and lengths, and the number 
of feet in any number of pieces at a glance. 
Useful tables for reducing feet to inches, vice 
versa. Log scales, weights and measures, odd 
sizes, odd lengths, number of lath and the 
ingredients for plaster and mortar—just a 
few of the handy things to know. Deak Edi- 
tion. Price $6.00. 


Terms postpaid, please include check with order and mail to: 


AMERICAN LUMBERMAN, INC. 


139 No. Clark Street 





By Baughman. 


Chicago 2, Illinois 





———<! 
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YES ... LOW- 
EST POSSIBLE 


PRICES to net 

FE MAKE MONEY you attractive 

ON profits . . . on 

ALUMINUM NEWMAN et 

' ferrous railings, 

TODAY write AND gates, grilles, 


for folders and 
complete infor- 
mation. DO IT 
NOW II11 


doors, en- 
trances, tablets, 
letters, etc. 


BRASS RAILS 





Famous for finer quality since 1882. 


NEWMAN BROTHERS, Inc. 


Dept. A-L_ Cincinnati 3, O. 























PRECISION 


folding stairway 











@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 
@ Insulated door panel 
@ Requires no attic space 
@ Shipped in one package 






Write for full information 


PRECISION PARTS CORP. ° 


Nashville 7, Tennessee 


Shevlin-McCloud 
Lumber Co. 


Distributors of 


SHEVLIN PINE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 


Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 
THE SHEVLIN-HIXON COMPANY 
Bend, Ore. 


Wasteen Mae Memeatatien EXECUTIVE OFFICE 
Ponderosa Pine Woodwork 900 First Nat’l-Soo Line Bldg. 


West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 


District Sales Offices 























THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 














TANNEWITZ ccc: 


for Swing Saws 
sy AV b S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGSN 





dy 
Buriiinc Propucts MERCHANDISER 







































San Francisco 5 New York 17 Chicago 1 
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lists in Oak Floor- ~ [- 
k ing. General wholesal- ~~] 
' ers of all lumber items. =~} 
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f Contact us on your __ |= 
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715 R. A a 4 
Kansas City 6 . atl 
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Yellow Pine FOR SALE Hardwoods 


Prompt shipment, Prior Sale, Subject Market Changes, Fob Mill less 2%. 
Pine Sold Delivered. Phone your Local Freight Agent for rate from Georgta- 
Main-Line and use SPA weights shown for Delivered Cost. Hardwoods sold 
Fob Mill less 2%. Full Protection Guaranteed under SPA and NHLA Rules. 
You are assured Good Quality Lumber in every respect. 


#2&Btr ADYP 3%” RL 8 to 16’ AD POPLAR, RWERL, 8 to 16’ 
Ss 23+ $48 


3 CL Ix 4 S4 4 CL 4/4 +2B Rgh/S2S $55 

2 CL Ix 5 S4SorCM 23-214 5! 3 CL 4/4 #2A Rgh/S2S 75 

: o a : ever gtd +4 2 CL 4/4 +1C&Btr $115-145-155 
x or’ - 5 CL 4/4 +2BaBt 

3 CL Ix10 S4SorSL 23-22% 62 ine oo ® oe 

2 CL ixi2 S4S 242 64 Approx. : 20-35-35-10% 

#2&Btr 35/40% 14’ 16’ . 

6 CL 2x 4 S4S Std 252 $53 GUM — Mixed 

5 CL 2x 6 S4S Std 25+ 61 8 CL 4/4 =2Com Rgh/S2S 43 

5 CL 2x 8 S4S Std 25+ 63 4 CL 4/4 #1C&Btr 90-110 

3 CL 2x10 S4S Std 26+ 65 

2 CL 2x12 S4S Std 26+ 67 Write for other prices. 


Pine Sold Delivered SPA Weights. 
Hardwoods Sold Fob Mill. 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Refer List AL-407 “Our 35th Year’’ Phone 3-772! 


Above prices for Straight Cars 
Add $1 MFt for 2to4 items. 








67 

















R. W. FULLER- 
TON, president of 
the Bradley Lum- 
ber Company of 
Arkansas, W ar- 
ren, Ark., died 
April 8 following 
an illness of sev- 
eral months. Mr. 
Fullerton’s fam- 
ily had long been 


° be Des Moines, Iowa, until August 1938, sons who have been actively associ. 
associated with : ‘ ie 
the lumber busi when he moved to Memphis, Tenn., to ated with the company since its incor. 

=r Sl- . . ° Ps 4 , ji 
* vl His father R. W. Fullerton carry on his business on a_ larger poration in 1930. 
ess. Ss é er ss : 


had been a lumberman, and Mr. Ful- 
lerton himself was known throughout 
the industry as a very capable leader. 
Always progressive in his business 


last September when he resigned be- 





THOMAS EMMETT JONES, 68, 
died of a heart attack March 7 at the 
office of the Copeland Lumber Com- 
pany in Chicago. Mr. Jones had been 
with the Copeland organization as 
manager of the company’s Southern 
Hardwood Department since Decem- 
ber 1941. He had a long and varied 
lumber experience. He had been with 
the F. T. Dooley Lumber Company of 
Brinkley, Ark., from 1913 to 1935 as 
secretary and treasurer. He sold out 
his interest in that company in 1933 
but continued with the firm for two 
years. He then engaged in the sale 
of lumber on a commission basis at 


scale. He joined the Copeland Lum- 
ber Company in 1941, and over the 
years acquired a large acquaintance 
with Hardwood lumber producers and 


various departments there until 1919 


hardwood doors and other iillwoy 
items. A few months later he wa 
joined in this business by Joseph 
Johanssen, and the scope of the mj}. 
work manufacturing activilies was 
broadened. Following Mr. Johanssey 
death a few years later, the busines 
gradually swung over to more of , 
jobbing of stock millwork along with 
the retail lumber yard operation. Up. 
der Mr. Marquart’s direction, an ey. 
cellent millwork jobbing business was 
developed as well as coast to coag 
distribution of window units embody. 
ing his patented improvements. The 
business will be continued by his ty 




















FRANK A. LUEBBE, vice-presi. 
dent and general sales manager of 
Nichols Wire & Aluminum Co., Day. 


















ing products and allied industries all 

















ne ci we users. Mr, Jones was particularly e¢nport, Iowa, died March 9. Mj 
operations he was among the first to well known in Memphis and St. Louis. Luebbe who was born in Cincinnati 
— aig ine gene J = in- and educated in that city, was 
cluding selective cutting and _sus- idely known sales executive in th 
tained yield. He had large lumber RARL H. MARQUART. fender cf “oh La ren ae 
holdings and skillfully managed an the Marquart Millwork Co., Oshkosh, num industry. 1 
integrated operation of his several Wis., passed away March 8. Born in ; I 
plants. Later, he also became a large Oshkosh in 1892, he lived all of his SAMUEL P. MOFFIT, 53, execu. 
buyer of lumber. Mr. Fullerton was life in the city of his birth. While tive vice-president and a director of | 
widely known nationally and had a attending high school he spent his The Ruberoid Co., New York, died t 
world of friends. He was vice-presi- summers in the employ of various sash March 14 after an illness of several ‘ 
dent of the National Oak Flooring and door factories, and following months. Mr. Moffit had been associ: 
Manufacturers Association of Mem- graduation he went to work in the ated with The Ruberoid Co. in impor 
phis, and a director of the National factory office of one of the stock sash tant capacities for the past 20 year ! 
Hardwood Lumber Association until and door plants. He worked through and had been connected with the build. } 
| 


cause of failing health. Operations of 


the Bradley Lumber Company will shop at the location of the present consecutive years, from 1940 to 1946 
continue under the present manage- factory and began the manufacture as president of the Asbestos Cement 


ment. 


when he purchased a small cabinet 


and brokeraging of special mill work, 





of his working life. He served for six 







Products Association. 
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DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of 
one length or any specified 
lengths you want. Boards and 
small timbers of course. Also 
precision trimmed Studs cut 
to exact length. 





Me) Mcve)-y mad Role) i) [c 
SECOND 
& THIRD 
GRADE 
MAPLE 


FLOORING 


J. W. WELLS LUMBER CO. 


Menominee, Mich. 



















FOR LOW COST HOMES 


Don't pass up this opportunity to 
save your customers money on good 
value flooring. Diamond Hard second 
and third Grade Flooring is unex- 
celled for wearability. Recommend it 
for homes, factory installation, ware- 
houses, institutions, etc. 



















LET US KNOW YOUR 
NEEDED ITEMS. 


TIGARD e OREGON 


Telephones — Portland Line CH. 3330 or Tigard 6161 








YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
Nothing conveys an impres- for catalog and ‘Power House’. 
sion of quality and prestige 
more readily than a perfect 
business card designed by us. 


A letter from you will bring 
an assortment of the business 
cards we have made for others. 


J 
xis VM 


MACHINERY 


THE JOHN B.WIGGINS Co. 
640 So. Federal Street, Chicago 5 
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gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos Siding job. 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zine . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


cp aL aN Uy Noaall di, icmeoiek 











211 South Main Street, Kokomo, Ind. 








Americal vounie swiver Load Binder 


THE ORIGINAL ALL STEEL 


For binding Goodyear Pattern 
LUMBER. LOGS. qu cooey , 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . « e 
easiest to use 
. » most prace 
tical and effec- 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 






OBEN 


Write for Catalog 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 








D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 








BURNER with 
CONE GRATE 


*Burns 25% More 


*With 75% less smoke and 
cinders. Fool proof 


We Also Bulld 


BOILERS—5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


ee SEATTLE BOILER WORKS 
Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEA ASH. 


- 








— 











Bunn inc Propucts MERCHANDISER 











Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








ail 


enemies 























HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 
Satisfaction that will bring yoa 

Pp ecan back for more. 


ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
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LUMBER 


Wholesale 


West Coast Douglas Fir 


a 
Dimension and Uppers 


a 
Specializing in Mixed Cars 
e 


Remanufacturing Facilities 
with shipment by 
water, rail and truck 


Send us your inquiries 
for specialties 








Timser Structures, Inc. 


P. O. Box 3782-S, 
Portiand 8, Oregon 








OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufactu rers of 


WOODWAY 


yu 
vv <y 














@ VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
@ MOULDINGS—ST'D & SPEC. 
@ FURNITURE DIMENSION 
@ GLUED-UP STOCK 
@ COMMERCIAL KILN DRYING 
@ CUT STOCK 
@ READY-TO-ASSEMBLE 
WOOD 





WE SPECIAL 
WOOD AND 
PINE; OTHE 
HARDWOOD 





R NORTHERN 
S AVAILABLE. 








WOODWAY qualit 
means 
Extra Profits 
for YOU 


“The Good Way to Ruy 


“a Ny | YA Yi WA 




















TRUMAN C. BLEDSOE, 1705 Ridge 
Blvd., Evanston, IIl., died suddenly 
February 27 at the home of a relative 
Mrs. George Dizotell, 7460 Gannon 
Ave., while on a visit in St. Louis, 
Mo. Mr. Bledsoe was engaged in the 
lumber business in Chicago, and prior 
to that, in St. Louis for approxi- 
mately 50 years. 


LEO JOHN SHOBAN, 40, Romeo, 
Mich., manager of Church and Chureh 
Lumber Company, died of a heart at- 
tack February 20. He was a member 
of the Lions club, president of the 
Romeo Men’s Bowling league and ac- 
tive in the local Chamber of Com- 
merce. 


JOHN J. SAUER, 76, a retired Ann 
Arbor (Mich.) lumber dealer, died 
February 16 after a long illness. Mr. 
Sauer became associated with two 
brothers, Adam and Charles, about 
1900, in a lumber business known as 
the C. A. Sauer Lumber Co. In 1912 
Mr. Sauer entered the business for 
himself under the firm name of John 
J. Sauer Lumber Co. He retired from 
business in 1927. 


C. O. POWER, eastern sales man- 
ager for the Louisville (Ky.) Cement 
Company, passed away February 22. 
Mr. Power lived in Bronxville, N. Y. 
His office was at 101 Park Ave., New 
York City. He had been with the 
Louisville Cement Co. since 1912, hav- 
ing started in the accounting depart- 
ment, then going into sales. Mr. 
Power had been eastern sales man- 
ager since 1926. 


ARTHUR GERNT, 70, prominent 
lumberman in Allardt, Tenn., died 
February 26 after an extended illness. 
He was associated with his brother 
Hugo for over 40 years in the firm of 
Hugo & Arthur Gernt, until they 
ceased operations in 1947. The Gernt 
brothers were pioneers in the manu- 
facture and shipment of lumber from 
the county in which they resided. 





This is how the retail dealer 
is doing in 1950 
(Continued from page 45) 


readily and the size varies from 90 
percent to 100 percent. 


Inventory 


Inventories are up about 6 percent 
on the average-% of those report- 
ing had smaller inventories. 
Construction lumber inventories 
were the same to 10 percent larger. 
The footage on order was up, 
averaging 18 percent. 

Most dealers had smaller stocks of 
plywood, about half of the normal 
amount. 


Comments 
Much clearer and better balanced 
inventory—Oak floor is a real prob- 
lem—No cement or sheetrock— 
Business is so brisk we are ship- 
ping faster than we can replace. 

DISTRICT 5 — Montana, Idaho, Ne- 
vada, Washington, Oregon. 


Sales 
1949 sales were 82 percent of 1948 
sales. 
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January 1950 sales were 
of January 1949 sales. 
Prospects for the future look goog 
but it has been a bad winter, 
Competition is keener. 
There are some areas with ty 
many unsold houses but the cong. 
tion is not general. 
The modernization 
promising. 
The farm market will be just fai 
Credits 
Accounts receivable averaged jus 
about the same as last year with 
a slight uptrend. 
Funds are available for builders 
and home buyers. 
G.I.’s can get loans with percentag; 
varying from 85 percent to 16) 
percent. 


T® Percen; 





Market loans 












Inventory 

Inventories generally were dow 
January 1, the average drop was 25 
percent. 

The lumber inventories seem to be 
normal and the orders placed about 
as usual. 

Fir plywood stocks here near the 
producing area were much lower 
than normal. 









DISTRICT 6—Wyoming, Utah, Colo- 
rado, New Mexico, Arizona. 



















Sales 
1949 sales were 94 percent of 1948 ho 
sales but the range showed an in- Th 
crease of 27 percent to a decrease Z0 
of 32 percent. Th 
January 1950 sales were 13 percent du 
above January 1949 but the range Ce 
here was wide too. as 
Competition ‘was keener. 1 
There were few unsold houses; on 9 
disagreed. m 
The modernization and farm mar- Ww 
kets will be fair to poor. Cree 
Comments — Price competition is 
terrible—so many new yards that . 
don’t care what they sell for, just i 
so they get the business. Farming r 
not too good — citrus and many > 
truck crops frozen. The most dis- : 
turbing factor is that our markups ( 
are not in line with current costs. , 

Credits , 
Accounts receivable were about a ‘ 
usual, but ranged from % less % ( 
41 percent more. f 
There are ample funds for builder 
and home buyers. ; , 
G.I.’s generally can get loans at % In 


to 100 percent. 


Inventory 
Inventories were 85 percent of # 
year ago. 
Common lumber inventories ave! 
aged about as usual. Some more 
some less. 
Common lumber on order was mor 
than usual—primarily because ba 
weather had delayed shippers. 
Plywood inventories were “Wa! 
down.” 
One pertinent comment, however 
stocks better balanced though the 
dollar value is lower. 
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pisTRIC ! 7—California 

Here «'so my returns so far do not 
justify any general conclusions—a 
few ayreements may indicate. 


Sales 
1949 sales less than 1948 sales. 
Competition is keener. 


There are not too many unsold new 
houses 

The modernization market will not 
take too much stock, and the farm 
market is doubtful. 


Credits" 

Funds generally for builders and 
home buyers and G.I.’s are avail- 
able in the Metropolitan areas but 


limited in other sections. 

Inventories 

Inventories are up. 

Common lumber stocks are up. 
Not so much common lumber is on 
order as usual. 

Plywood stocks are about normal. 


DISTRICT 8 — Wisconsin, Michigan, 
Illinois, Indiana, Ohio 

Sales 

Sales in 1949 were only 84 percent 
of those in 1948. 

January 1950 sales fluctuated great- 
ly—44 percent were less average 
off 26 pereent—56 percent were 
higher up 7 percent. 

Competition generally was keener. 
There are not too many unsold 
houses. One disagrees. 

The modernization market will be 


good. 
The farm market generally is 
dubious. 


Comments—people are now buying 
—plenty of business but no profit. 
I never saw anything like it in my 
36 years in the business — auto 
manufacturers fear catching up 
with market by June. 
Credits 

Accounts receivable averaged same 
as a year ago. The range was from 
20 percent less to 16 percent more. 
Averaged 44 days. 

There are generally funds for 
builders and home buyers. 

GIs too can get funds but less 
100 percent ones than before—the 
range was from 80 percent to 100 
percent. 

Comment — bank has had unsatis- 
factory experience with G.I. loans— 


Now asks 10 percent down pay- 
ment. 
Inventory 


Inventory generally was down— 
adout 12 percent. 

Common lumber stocks were slight- 
ly less but amount on order was 
about normal. 

Plywood inventories were mixed as 
eisewhere—50 percent had less; 50 
perceiit had more; range was from 
ov percent less to 90 percent more 
than normal. 

Comments — Well balanced inven- 
‘ory; keeping inventory in definite 
‘turnover basis; don’t believe anyone 
shoul buy now. 


Buitpinc Propucts MERCHANDISER 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 


day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads tor classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 

Minimum Charge §2.00 

Rates: 


1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 


3 Times — 9c pee word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
M um charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specifiea 
er used, regular line rate is charged. 
When answering box numbers or 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Wanted man with retail building materials 
yard experience: competent, aggressive sales- 
man: able to manage all phases of lumber 
yard operation. In reply give full details of 
age. marital status. experience, education, 
= Address Box Y-44, American Lumberman. 
nc. 


mailing 























WANTED: Hardwood salesman to contact in- 
dustrial trade for eastern market. Address 
Box Z-41, American Lumberman, Inc. 





Wanted man for position as assistant manager 
in retail building materials yard. Experience 
not necessary but desirable. In reply give 
full details of age. marital status, experience, 
education. etc. Address Box Y-45, American 
Lumbermamn, Inc. 





Wanted: Experienced Detailer and Biller for 
special Millwork. Estimating experience pre- 
ferred but not necessary. Southeastern Mill- 
work and Manufacturing Company, P. O. Box 
2068, Montgomery, Ala. 


LUMBER SALES: Territory now open for man 
experienced in lumber and building supplies 
sales. Must have own car. Give full personal 
background and salary desired. Address 
A-24, American Lumberman, Inc. 


HELP WANTED—Experienced Lumber Clerk 
and Bookkeeper, for Colorado mountain town. 
State experience; references and expected sal- 
ary in first letter. Write to Box A-52, Ameri- 
can Lumberman, Inc. 











SALESMAN WANTED—If you are experienced 
in selling building materials such as lumber, 
sash, doors, and other building materials 
items that are sold by jobbers and if you are 
between the age of 30 and 40 years and will 
work consistently, you are the fellow we are 
looking for. Your territory will be Florida. 
Good opening for you to get some orders and 
make some money. Job will be permanent. 
Address Box A-32, American Lumberman, Inc. 











HELP WANTED 





Wanted: Manager for large yard in town of 
25,000. Must be yeuns. aggressive, capable 
salesman. In replying give full details as to 
age, marital status, experience, education, 
= Address Box A-31l, American Lumberman, 
nc. 





Help Wanted 
Millwork Estimator and Salesman capable of 
measuring and billing millwork in mill. Ex- 
cellent opportunity for. right man. Location 
in Pittsburgh, Pa. district. Kindly state age 
and qualifications. Address Box A-27, Amer- 
ican Lumberman, Inc. 





Forestry graduates for training in millwork 

glue operations. Steady employment with ex- 

cellent opportunity for advancement. Give 

complete qualifications with application. Fox 

Bros. Mig. Co., 2717 Sidney Street, St. Louis 4, 
°. 





Wanted: Immediate yard manager for small 
Central Iowa Town. Address Box A-41, Amer- 
ican Lumberman, Inc. 





Millwork estimator and draftsman wanted by 
established concern. Give age. experience 
and all other pertinent information. Central 
Wood Products, Vancouver, Washington. 





Experienced man in a small but enterprising 
retail lumber and building materials yard. 
Must be capable of executing all phases of 
work. A good worker can name his own 
ticket. Situated in south western Connecti- 
cut. Address Box A-46, American Lumber- 
man, Inc. 





Office salesman, experienced, for retail lum- 
ber and millwork. Good salary, bonus, 
steady, profit sharing retirement plan. Siegel 
Lumber Company, 4815 W. Grand Ave., Chi- 
cago 39, Ill. 





Wanted: Draftsman and estimator. Man with 
retail lumber or construction experience pre- 
ferred for position in general office of a Mon- 
tana line yard concern. State age, marital 
status, and experience. Excellent opportunity 
for qualified man. Address Box A-51, Ameri- 
can Lumberman, Inc. 


WANTED: Planing Mill (remanufacturing 
plant) Superintendent, capable of taking over 
management. Investment not required, but 
open if interested. Good opportunity for ex- 
perienced operator. Apply Box A-50, American 
Lumbermamn, Inc. 


SALESMAN WANTED 
Opportunity for good live salesman or manu- 
facturer’s agent in the $12,000.00 bracket to 
sell tileboard for nationally known Chicago 
manufacturer. Must be experienced with lum- 
ber dealer trade. Several good territories 
open. State area you are familiar with as 
well as qualifications. Address reply to: 

PRESTILE MANUFACTURING COMPANY 
5850 W. OGDEN AVENUE 
Chicago 50, Illinois 


Help Wanted: Experienced millwork sales- 
man to have Northern Michigan and Upper 
Peninsula territory. Must establish residence 
in territory. Reputable firm. Write Box A-49, 
American Lumberman, Inc. 


Wanted: Suburban Chicago Yard. Office 
man with owledge of plans, take off, 
etc. General office work. Address Box A-48, 
American Lumberman, Inc. 


COMMISSION SALESMEN 
In certain territories in Illinois, Indiana, Ohio 
and Michigan to sell Southern and Western 
woods on split profit basis; 100% protection on 
repeat business. E. J. Gaiennie, Box 1774, 
Shreveport, Louisiana. 




















Help Wanted—Buyer for line yard company 
operating approximately 30 yards in - 
souri and Illinois. Must have good person- 
ality: experience in both wholesale and re- 
tail operations. Prefer man about 49 years 
of age. Excellent opportunity for the right 
man. Address Box 2-21, American Lumber- 
man, Inc. 


SITUATIONS WANTED 


ACCOUNTANT and ex 
man desires responsible executive ition. 
Honest. aggressive. competent. go habits 
with 25 oe experience, and fully qualified 
to handle all phases. Write Box No. 2-25. 
American Lumberman,. Inc. 














rienced retail lumber- 





Would like to locate with manufacturer or 
wholesaler. 4 years manager retail yard. 
drafting and estimating. college graducte. 31 
ears old. Address Box 2-29, American Lum- 
erman, Inc. 
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SITUATIONS WANTED 








USED MACHINERY WANTED 








WHOLESALE LUMBER SALESMAN 
Located Metropolitan New York wishes to 
make connection with West Coast manufac- 
turer or established wholesaler. Address Box 
No. Y-60. American Lumberman, Inc. 





Experienced retail lumber yard manager 
available for position. Proven ability and ex- 
cellent references. Experienced buyer and 
architectural draftsman. Address Box A-28, 
American Lumberman, Inc. 





Experienced, dependable lumberman, 46 years 
eld. now employed seeks new connection 
with Chicago retail or wholesale concern as 
manager, assistant manager or general office 
man. Capable, result-getting salesman, able 
to direct others. Can handle books if desired. 
Best of references. Address Box A-20, Ameri- 
can Lumberman. Inc. 





Sales Position Wanted—Representing a well 
known manufacturer doing business with Re- 
tail Lumber Dealers. in the state of Iowa, 
preferably eastern Iowa. Age 30. Good 
Health. Past five years spent traveling for 


large Wholesale Building Material house. - 


Best references. Address Box A-21, American 
Lumberman, Inc. 


LUMBERMAN AVAILABLE APRIL 21ST 
25 years of diversified Retail Lumber, Sash. 
Doors and Trim. Experience (including 5 
years Wholesale Lumber). Majored in yard 
management and sales. Alert. enthusiastic 
and personable. seeks change from Southern 
New England. Good health and free to travel. 
Age 42 years. Address Box A-30, erican 
L rman, Inc. 








Lumberman with 25 years office experience, 
qualified handle (hardwood-softwood) sales 
correspondence, purchasing, diversified de- 
tails, and supervise. Age 45, married. Ad- 
dress Box A-47, American Lumberman, Inc. 





Position wanted as bookkeeper, counterman, 
er assistant manager of large yard. or as 
manager of small yard. Over twenty years 
experience as manager. A-1l references from 
past employers. Address Box A-45, American 
Lumberman, Inc. 


WANTED: One good used 6° roller bearing 
right hand band mill. 


One good used 54” roller bearing 


right hand band mill. 
One stationary steam engine, ap- 
proximately 22x30, flat face fly- 
wheel. 
W. M. Ritter Lumber Company, 115 East Rich 
Street, Columbus 15, Ohio. 





One 4 or 6 drum sander. Upper and lower 
drums. General Door Mig. Co., West Bend, 
Wisconsin. 





Fork Lift Trucks 
We want to ber used pneumatic tired Fork 
Lift Trucks. Will pay highest prices. 
Harvard Equipment Co., Inc. 
291 Cambridge St., Allston 34, Mass. 
STadium 2-0826 





WANTED—ENGINE AND BOILER 
25 H. P. FRICK high pressure locomotive type 
boiler and engine on wheels. ASME code 
boiler. R. P. JOHNSON, WYTHEVILLE, VA. 


WANTED TO BUY — 
MISCELLANEOUS 











——> 
RAILS WANTED 
Any weight—Any tonnage 
. H. DYER ~ INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before sellin 
MIDWEST S CORPORATIO 
Charleston, W. Va. 





~ LUMBER & DIMENSION | 
WANTED 


Wanted: Carloads of soft textured lumber, 
cut in lengths from 3 ft. to 6 ft., having 
widths 2° to 4° wide. Write for complete 











specifications. Cavaler Spring Co., Inc., 670 


enry St., Detroit, Michigan. 





OFFICE MANAGER, head of Accounting De- 
poe, assistant to top executive, retail 
umber chain. seeks change for advancement. 
For full details of experience and qualifica- 
— write to Box A-44, American Lumberman, 
nc. 





Position wanted as manager or assistant man- 
ager of retail lumber, building materials, 
stock millwork, etc. business. 23 years’ ex- 
perience. 43 years old, unattached and will 
go anywhere. Available at once. Address 
Box A-43, American Lumberman, Inc. 





Thoroughly experienced in special millwork. 
Detailing. Billing. Listing. some Estimating, 
Managment, Supervision, Layout. Know ma- 
chines and bench. Can buy and sell. Sober, 
reliable. can give best reference. Address 
Box A-38, American Lumberman, Inc. 


MILLWORE SUPERINTENDENT 
Years of experience, manufacturing fine de- 
tailed and stock millwork. d expediter. 
Address Box A-37, American Lumberman, Inc. 











AVAILABLE 


MILL REPRESENTATIVE 
Located Detroit. Michigan, wishes to make 
connection with reputable west coast and 
southern mills. Address Box A-25, American 
umberman, Inc. 











Wanted 
Connection with lumber producer on various 
species and lumber products by sales organ- 
ization covering industrials and yards in Mid- 
West. Established office. Detroit headquar- 
ters. Address Box A-54, American Lumber- 
man, Inc. 


SALES REPRESENTATION 
WANTED 
Manufacturer's Representatives, selling steel 
bathroom cabinets, exclusive territories, ten 


per cent basis. Fries & Son, Second & Madi- 
son. Covington. Kentucky. 
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Wholesale _ distributor satuniy organized, 
covering Metropolitan New York area. seeks 
suppliers of all types Millwork, Mouldings 
end Plywood. Producers who realize current 
shortages are temporary and desire perma- 
nent outlet in this market are invited to 
write to Box Z-37, American Lumberman, Inc. 





Wanted—Round and Sawn yellow locust. 
Penna. Lumber & Post Co., Cumberland, 
Maryland. 





WANTED: Financially strong eastern whole- 
saler of —. experience oe regular 
shipments of Southern Yellow Pine Yard and 
Shed Stock. Idaho White Pine and mixed 
species. Ponderosa and Sugar Pine. Douglas 
Fir and allied species. Send us your stock 
and price lists. Address Box Y-28, American 
Lumberman, 4 





Wanted regular source of supply to furnish 
2 or 3 carloads per month of 5/4x41/x341/,"" 
No. 2 Yellow Pine S2S Hit or Miss Bundled. 
Address Box A-33, American Lumberman, Inc. 


TIMBER & TIMBER LAND 
WANTED 


If you want to sell your timber or mill it 
may be to your advantage to contact: E. M. 
| = an Broker, Box 563, Huntington, W. Va. 

















~ TIMBER & TIMBER LAND 
FOR SALE 








TIMBERLANDS 
3000 ACRE TRACT with over 20 million feet 
mixed timber. priced right. Also have smaller 
tracts virgin timber 320 acres and up. Price 
$3 to $4 per thousand. Wire or write L. L. 
Spafford, 622 Main Street, Lewiston, Idaho. 





BRITISH COLUMBIA TIMBER 
86,000,000 ft. 60% cedar, balance fir, spruce, 
hemlock, white pine. 30,000 Cedar poles. All 
located on or close to railroad and river. 
Price $175,000, $50,000 down. For further in- 
formation write East Side Land Co., Route 1, 
Box 725, Kirkland, Washington. 





LUMBER & DIMENSION ~ 
FOR SALE 


—— 








THE BUCHANAN LUMBER 
COMPANY 
CUMBERLAND, MD. 


Manufacturers 


°! 
Millwork of Superior Quality 
from 


r 
Appalachian Hardwoods and Alj 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut-to-length Mouldings 
and Trim Stair Treads and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes. and 
Industrial Buildings. 





FOR SALE 
MOULDING AND SELECT GRADES POR 
DEROSA PINE LUMBER for millwork ¢ 
Stock air-dried to average approximately 12% 
and classification based on WPA rulings. Wy 
sell only car load and trailer lots from ow 
warehouse in Laredo. We solicit inquiries, 
R. G. GARCIA 
Importer—Exporter 
309 Sames-Moore Bldg. Laredo, Texas 


DRY LUMBER FOR SALE 
6/4 4" & wdr. Jack Pine 1 x 4 & wdr. Aspen 
or Popple R/L, 8/4 Aspen or Popple 4 
wdr. R/L, also 5/4 & 6/4, 1 x 4 & war. 
Northern Pine all above #4 and better. 1x 
& wdr. #5 White Pine heavy to 8” & wi, 
2/4 8’ #1 and 2 Pine. Will mill to suit 
requirements. Write for F.O.B. Vi 
prices. 
W. T. BAILEY LUMBER COMPANY 
VIRGINIA, MINNESOTA 


FOR SALE: 2 cars 6 ft. Oak and Poplar stack- 
ing. sticks. Good ones. Priced to move. 
Corinth Hardwood Co., Bristol, Tenn. 


DIMENSION FOR SALE 
Will quote prices F.O.B. car or delivered on 7 
green dimension. Well manufactured | 
5. 5, Spring Lbr. Co., 1029 W. Ist, Spokane & 
ash. 











BUSINESSES FOR SALE 
———=— 
Retail lumber, Building Supplies, Planing Mil 
in Eastern T s S nour Ock Nidee ae 














Knoxville on main highway and 
Fully equipped new buildings. 1949 sales. 
$280,000.00. This is one of the best located 
small businesses in this area. ablished 
customers over 50 miles radius. Owners 
health requires quick sale. Address Box 7-& 
American Lumberman, Inc. 





Retail Lumber—Hardware—Paint Business 
Northwestern Oregon 
Good business 
Write Box Z-44, American Lumberman, Is 
for details. 

For Sale: Good South East Nebraska Yar 
in one Yard Town. on Main Line Railroad 
paved highway. Owner wishes to retire. Aé 
dress Box X-38, American Lumberman, 


FOR SALE—Well established very profitable 
lumber yard in Chicago. Annual sales bal 
million. Growing business. Owner must 
tire on account sickness. Address Box 
American Lumberman, Inc. 








—— 


Well established retail yard in Eastem 
Michigan. Paint and hardware sidelines. 
Approximately $40,000.00 will handle stock 
and buildings. Owners wish to retire. 

dress Box A-36, American Lumberman. Inc. 


FOR SALE: Lumber yard located in fastest 
growing section of Dallas, Texas. Amole 
metal sheds and warehouses. Spacious offi 
and showroom, central heat and refrigerat 

complete with good truck and all other equ 
ment for operation: Sales 1949 $675,000 
Inventory and equipment will require appre= 
mately $100,000.00. Buildings and grous® 
$50,000.00: Some terms, or would lease ple@ 
to satisfactory purchaser. Owners wish to® 
tire. Address Box A-35, American Lumberma® 


Inc. 








April 22, 1950, AMERICAN LUMBERMAN & 





